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T opay tremendous things must be brought about 
with speed, accuracy and ingenuity. Still greater 
accomplishments will be expected from the boys and 
girls — now in classrooms studying for their chosen 
fields. 


The Great-West Life continually stresses 

Lr Wit il i the need for Educational Insurance, for it 

Tee F makes certain that sons or daughters need 

ih | et iil not forego promising careers should some- 

il ii ii! i thing happen to father. As an aid to its 

representatives, the Company sets out a 

number of simple trust agreements in its 

rate manual so that a definite plan can 

be quickly selected at the time an applica- 
tion is taken. 
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BUSINESS IN FORCE, OVER $660,000,000 
OUR FIFTIETH ANNIVERSARY YEAR = 
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fA Picture of Pr0g%055 


‘IN STEP 


WITH THE TIMES”’ 


Higgit 
The ladies are especially good prospects 


today. More are working; they’re making - 


more money. 


Last summer Connecticut Mutual 
helped its field force explore the sales 
Sales 
ideas, special direct mail, prospecting 
helps and special literature were pro- 
vided. Result of this market effort — 
sales to ladies were upped over 15%. 


possibilities in this market. 





Business Insurance is another market 
which underwriters are finding especially 


productive today. 


In February special sales aids were 
made available to Connecticut Mut- 
ual men to help tap this market, and 
over 12,000 contacts with business con- 
cerns were made. A marked upturn in 
business insurance cases resulted. Spe- 
cial supporting material in the way of 
prospecting, direct mail and explana- 


tory booklets were created. 


“Sales Plans In Step With the Times” 


Life Insurance Co. 
96 years of Dependable Performance 





Busy, Patriotic 
Dollars .. . 


The dollars that are being 
paid to this Company are 
busy these days. 


Besides paying for the pro- 
tection represented by a 
Shield policy, the dollars 
paid us in premiums, 
many of them, are buying 
Government bonds to help 
pay for the war, and finan- 
cing defense housing, and 
all of them are fighting 
inflation. — 


Life Insurance fights both 
on the home front and on 
the battle-front. 
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State Mutual Has 
New Compensation- 
Refirement Plan 


Service Fee Is Introduced 
Without Changing Pre- 
sent Commission Scale 


WORCESTER, MASS.—A new con- 
tract for agents and general agents 
which provides adequate commissions 
both before and after retirement and at 
the same time leaves the present compen- 





RICHARD C. GUEST 


sation plan essentially unchanged, is now 
being announced to its field force by 
State Mutual Life. The effective dates 
of the new contracts will be July 1. 

The company has gone beyond current 
retirement plans by adapting its contrib- 
utory annuity program also to its gen- 
eral agents, basing it both on the per- 
sistency of business personally produced 
and on that produced by the agency as 
a whole. 

Richard C. Guest, actuary, one of the 
two actuaries named on the original 
committee on agents’ compensation of 
the Sales Research Bureau, and 
who has served continuously on that 
committee, developed the novel features 
of the State Mutual plan from his fa- 
miliarity with the problems of compen- 
sation and the solutions adopted by other 
companies which have so far announced 
their own plans. 


Guest States Principles 


In describing the combined compensa- 
tion-retirement program to directors of 
the State Mutual, Mr. Guest outlined the 
premises on which it is built. He said 
in part: 

“We endorse the views expressed by 
the National Association of Life Under- 
writers, that revised compensation to 
agents should include compensation for 


John Hancock Has 
Retirement Plan for 
Full-Time Agents 


President Guy W. Cox of John Han- 
cock Mutual Life announces a contrib- 
utory retirement plan for full-time 
agents in general agencies. 

Under the plan, effective as of Jan. 
1, 1942, regular contributions of the 
agent will be accumulated with inter- 
est and applied to the purchase of a 
normal annuity for future service 
which will be matched by the company. 
The agent may increase his retirement 
income by making additional deposits 
each year up to 100 percent of his reg- 
ular contributions, Under other condi- 
tions the agent may also have the com- 
muted value of his vested renewal in- 
terests applied to purchase an addi- 
tional annuity under the plan at the 
time of retirement. 

To be eligible for the contributory 
retirement plan on its effective date, an 
agent must be not older than 62 on 
such date and must have been a full- 
time agent in a general agency of the 
company in 1941 and have received at 
least $600 in commissions in that 
period. 

Retire at 65 or After 15 Years 


The normal retirement date for par- 
ticipants is the first day of the month 
following the 65th birthday, or the first 
day of the month following completion 
of 15 years.of continuous full-time serv- 
ice, whichever is later, but in no event 
later than the first day of the month 
following the attainment of age 70. 

The plan provides for certain death, 
disability and withdrawal benefits and 
there is also a joint and two-thirds last 
survivor annuity option, which provides 
that in the event of the death of either 
the participant or the contingent an- 
nuitant, the income payable during the 
lifetime of the survivor will be equal to 
two-thirds of the amount payable while 
both are alive. 

Last January John Hancock placed 
in operation for those full-time agents 
of 65 or over who qualified on a speci- 
fied minimum basis of service and busi- 
ness in force, a plan known as “veteran 
agents special fees,” under which in- 
comes are currently being paid to these 
veteran agents. 

One of the two plans thus covers all 
eligible agents regardless of age. 








services fone beyond the oanaieel 
period, a better balance between business 
with good and bad persistency, and pro- 
vision for old age income. To these 
three requirements we add a_ fourth, 
namely, that the new plan should disturb 
as little as possible the commission plan 
now in operation, which has played such 
an important part in the healthy develop- 
ment of our business in this country. 
“Since it is not to be expected that a 
company with the State Mutual’s excel- 
lent persistency rate can show much 
improv ement in persistency by revi- 
sion of the commission plan, 
and since we still wish to use the 
traditional commission scale, we have 
given considerable weight to per- 
sistency in our treatment of the other 
features of the combined compensation 
(CONTINUED ON PAGE 14) 


J. M. Laird Succumbs 
to Heart Attack 


Vice-president Connecticut 
General Was a Man of 
Broad Attainments 


John M. Laird, vice-president Connec- 
ticut General Life, who died Saturday at 
the Edgewater Beach Hotel in Chicago, 
was an all-round life insurance man. 
That is, Mr. Laird was capable of han- 
dling and managing a company in its var- 
ious departments because his experience 





M. LAIRD 


JOHN 


had brought him in contact with diversi- 
fied activities of company administration. 
He went to Chicago to attend the meet- 
ing of the Home Office Life Underwrit- 
ers Association and the American Insti- 
tute of Actuaries. He suffered an attack 
of coronary occlusion and his condition 
was regarded as serious from the start. 
The funeral was held in Hartford, Mon- 
day afternoon. 


Mr. Laird’s Career 


He was born Feb. 20, 1885, in Baifold, 
Ont., and educated at the University of 
Toronto, receiving a B.A. degree in 1906. 
After a few years with the London Life 
of London, Ont., he joined the actuarial 
department of the Connecticut General 
in 1910. He was elected actuary in 1917, 
vice-president in 1927 and vice- president 
and secretary in 1936. He was the im- 
mediate past president of the Actuarial 
Society of America, and presided at its 
recent annual meeting. He is a past 
president of the American Life Conven- 
tion. He was also a past president of 
the Home Office Life Underwriters As- 
sociation. In addition to being a fellow 


.of the Actuarial Society of America he 


also held the same degree in the Ameri- 
can Institute of Actuaries and the Cas- 
ualty Actuarial-Society of America. He 
was associate of the Institute of. Actu- 
aries of Great Britain. 

Mr. Laird was stricken June 12, the 
last day of the meeting of the American 
Institute of Actuaries, which he was 
attending. He had been confined con- 

(CONTINUED ON PAGE 14) 


Institute of Life 
Insurance Launches 


“Keep Well” Drive 


Will Be Theme of 
Advertising: N.A.L.U. 
Plans to Cooperate 


NEW YORK—tThrough the Insti- 
tute of Life Insurance a _ nationwide 
“Keep Well” campaign is being 
launched as a major contribution of the 
life insurance business to the war 
effort. The crusade is endorsed by 
high government officials and leading 
medical authorities. The Institute’s 
new advertising program will be built 
around the drive. 

Agents will have the opportunity to 
take a prominent part in the campaign 
in their communities according to plans 
being worked out by the National As- 
sociation of Life Underwriters. John 
A. Witherspoon, N.A.L.U. president, 
is planning to carry out the program 
through local committees of agents. 

A primary object of the crusade is to 
help relieve the situation created by the 
large number of doctors and nurses 
being drawn from civilian practice to 
serve in the armed forces. By the end 
of this year 35,000 nurses and 40,000 
doctors and dentists will be away at 
war. They constitute nearly one-third 
of the nation’s total medical force. 
Among those who have endorsed the 
campaign are Paul V. McNutt, admin- 
istrator of the federal security agency 
and chairman of the office of defense, 


health and welfare services; Thomas 
Parran, surgeon general of the United 
States public health service and Dr. 
Morris Fishbein of the American 
Medical Association. 


Cites Lost Man-Hours 


Holgar J. Johnson, institute presi- 
dent, pointed out that with every 
working hour so vital to the war effort, 
the need for a “Keep Well” crusade 
on the home front is urgent. Every 
man, woman and child can help win 
the war by just keeping well, he said, 
pointing out that the sum total of all 
the individual absences among the 
working force of the country is the 
equivalent of the total year’s work of 
250,000 workers. Also the cost of ac- 
cidents and sickness amounts to a fig- 
ure nearly as great if not greater than 
the public’s total war bond purchases. 
Physical fitness on the home front 
means more planes, more tanks and 
more ships for our fighting forces, he 
emphasized. 

The five fundamental health conser- 
vation rules about which the campaign 
is built are the following: Eat right, 
get your rest, see your doctor once a 
year, keep clean, and play some each 
day. 

Mr. Johnson said that through the 
“Keep Well” crusade the life insurance 


(CONTINUED ON PAGE 13) 
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Great Appea 


l to Congress to Aid, 


Not to Squeeze Policyholder 


C. J. Zimmerman, chairman of the 
federal law and legislation committee of 
the National Association of Life Under- 
writers, the other day sent a most com- 
pelling communication to members of 
the House ways and means and senate 
finance committees in opposition to the 
various measures that have been pro- 
posed for tax increases at the expense 
of life insurance policyholders and in 
favor of a modest deduction in income 
tax for life insurance premiums paid. 
Mr. Zimmerman makes a potent appeal, 
and as he is likely within the next few 
days to enter the Navy, this may prove 
to be his final public service for the 


life insurance business until after the 
duration. : 
Mr. Zimmerman sets forth certain 


fundamental principles, one being that 
in a democracy the individual must as- 
sume the responsibility of providing for 
his own security and that of his de- 
pendents, another that it is in the inter- 
est of the government that each wage 
earner provide for his dependents in the 
event of his premature death, also that 
life insurance helps siphon off excess 
purchasing power, that it helps build a 
cushion for periods of future readjust- 
ment, that it helps maintain the morale 
of those in the armed forces and civil- 
jians because it protects homes and 
loved ones. The government, he states, 
has recognized all of these contributions 
of life insurance by setting up the social 
security system, providing National 
Service Life Insurance, enacting the 
soldiers and sailors civil relief measure 
and through the tax incentive recogni- 
tion given to life insurance. 


Why the Unfavorable Proposals? 


Mr. Zimmerman asks, therefore, why 
the country is suddenly confronted with 
many unfavorable tax proposals aimed 
against the policyholder. There is a pro- 
posal greatly to increase the tax on life 
insurance companies, which tax must be 
passed on to the policyholders and is a 
tax on thrift. Then there is a recom- 
mendation to apply both the premium 
paying test and the incidents of owner- 
ship test to life insurance proceeds un- 
der the federal estate tax and this dis- 
criminates against life insurance as 
opposed to real personal property. Then 
there are the proposals in regard to pen- 
sion trusts, many of which would in- 
crease the cost of both employer and 
employe of providing pensions to a point 
where many plans now in force would 
have to be discontinued and the estab- 
lishment of new plans would be dis- 
couraged, Finally there is the proposal 
to eliminate the $40,000 exclusion given 
to life insurance. This proposal destroys 
the recognition that life insurance is 
not property in the sense that stocks, 
bonds, real estate, mortgages, etc., are 
property but that it is indemnity par- 
tially to offset the loss of earning power 
brought about by the premature death 
of the breadwinner. 

The obvious answer is, he stated, that 
the country is at war and needs revenue. 

But he asks whether these changes 
will give added revenue and whether 
this is the best source from which to 
raise the money. 


Companies Not Resisting 


Mr. Zimmerman states that the tax 
on life companies will yield additional 
revenue and no company has objected 
to increased taxes during the war emer- 
gency. The companies simply wish such 
a tax to be one that distributes the 
burden equitably among all companies. 
Neither have the policvholders who will 
pay this tax objected. 

Some small amount of additional rev- 
enue will be raised by applying both 
the premium paying test and the inci- 
dents of ownership test to life insurance 


proceeds but this measure would dis- 
criminate in favor of the man with a 
wealthy wife who can well afford to pay 
premiums on insurance on his life. 

The proposals fully to vest the em- 
ployer’s contribution to a pension trust 
in the employe and other recommenda- 
tions made under this head will not yield 
additional revenue, according to Mr. 
Zimmerman. They will decrease revenue 
by increasing the tax exempt contribu- 
tion of the employer to the pension trust. 

Mr. Zimmerman contends that the 
proposal to eliminate the $40,000 exclu- 
sion given to life insurance and substi- 
tute a general exemption of $60,000 will 
result in a loss of revenue. 


Problem of Uninsurable Group 


Mr. Zimmerman said that the only 
reasons he has heard advanced for this 
proposal are that the $40,000 life insur- 
ance exclusion discriminates against the 
man who is uninsurable and favors life 
insurance as against other forms of prop- 
erty. However, he states that less than 
6 percent of the citizens between ages 
of 21 and 55 are uninsurable. Most of 
this group were insurable at some time 
in the past or will be insurable some time 
in the future. 

Life insurance, he states, is not prop- 
erty, it is indemnification. Persons do 
not buy life insurance because it has 
speculative possibilities or because it 
yields yearly interest during the lifetime 
of the assured nor because it provides 
a bank account, nor because it provides 
immediate use and enjoyment. Persons 
buy life insurance so that should they 
die prematurely, their families would be 
indemnified for the loss of their earning 
power, so that the executor could pay 
the income and estate taxes, so that the 
wife and children could continue to live 
on the right side of the tracks, so that 
the youngsters could have the care of 
their mother, so that the mortgage might 
be paid off, so that the boy might go to 
college, so that the assured and his wife 
in their old age would not become the 
object of charity or a burden on rela- 
tives. 


Good, Proud and Solvent 


“You bought life insurance because 
you were a good, a proud and a solvent 
citizen, not because you were a selfish 
citizen who believes in the premise, ‘the 
government will take care of me.’” 

The $40,000 exclusion gives tax recog- 
nition to the man who is the former type 
of citizen. The recommended $60,000 
exemption does not do this. 

Many citizens have built up their es- 
tates in the faith that Congress would 
maintain the $40,000 exclusion given to 
life insurance. If more revenue is the 
need why not reduce the gift tax exemp- 
tion or why not reduce the general 
exemption to $30,000, for example, ac- 
cording to Mr. Zimmerman. 

“If you were going into the armed 
services next month, as am I, and you 
could afford to set aside only $7 or $8 
a month from your meager pay, which 
would you do; buy $10,000 of National 
Service Life Insurance to protect your 
wife and children or your mother and 
father or put the money into stocks, 
bonds, real estate, mortgages,—yes, even 
war bonds?” 


Could Broaden Tax Base 


Far from taking away this tax recog- 
nition, Congress should write into the 
law an amendment to the revenue code 
to give the life insurance premium payer 
some modest credit on his income tax. 
Such a deduction would even permit a 
further broadening of the tax base to a 
point, for example, where a married 
man could be given an exemption of 
$1,000, that would permit the specific 
exemption for dependents be reduced to 


$300 or $250 and would permit an even 
greater increase in the normal and sur- 
tax rates than those now contemplated. 
There need be no loss of immediate rev- 
enue to the government and in the long 
run there would be an increase in rev- 
enue, 


Against Small Policyholder 


Unless such an income tax deduction 
is given then the broadening of the tax 
base and the increase in both normal 
and surtaxes is going to affect adversely 
the small policyholder as well as the 
one in the middle and higher income 
tax brackets. If the policyholder drops 
insurance or if the people do not con- 
tinue to buy new insurance, the money 
which is now being siphoned off will 
remain in the market in competition for 
the purchase of commodities. He points 
to the adverse influence upon the morale 
of the people if it were necessary for a 
man to drop life insurance. 

Mr. Zimmerman points out that an 
individual is permitted to deduct up to 
15 percent of income for charitable be- 
quests and he asks whether it is not at 
least as important for the taxpayer to 
follow the old maxim, “charity begins at 
home” and obtain a modest deduction 
for life insurance premiums. 


Lapsation of Insurance 


There are a number of factors already 
existing which are bringing about an in- 
crease in lapsation of life insurance and 
which have brought about a serious slump 
in new sales this year, he said, among 
these being the increased cost of living, 
increased taxes, pressure to buy war 
bonds in the sale of which life insurance 
men are doing a magnificent job, the 





Westlake Makes Record 
Selling Wage Earner 





C. B. Westlake, agent in Chicago of 
Bankers Mutual Life of Freeport, IIl., 
has just completed 
his seventh consec- 
utive year as a 
member of the 
$100,000 Club of 
that company. In 
May, during a con- 
test between  IlIli- 
nois and Michigan 
agents, Mr. West- 
lake set up a new 
production record 
for that company 
with an average of 
2% applications for 
each working day, 
fully settled for in 
advance. ‘This does not include term or 
special low premium policies, but almost 
entirely 20 pay life. His annual produc- 
tion for the last seven years has been be- 
tween $150,000 and $200,000, all of it in 
units of $1,000 or $2,000. 

The small wage earner has a tremen- 
dous need for life insurance, Mr. Wesi- 
lake believes, and he enjoys soliciting 
this kind of prospect. One in 98 ap- 
plications is rejected. Mortality on his 
writing in the past seven years has 
been one-fifth of 1 percent, and his aver- 
age persistently is 92 percent. 

Mr. Westlake always has 1,000 or 
more names on hand, and not one of his 
May sales was made to persons whom 
he knew in April. About 75 percent of 
his prospects are closed on the first in- 
terview. When he makes an appraach, 
he goes “all out” to make the sale. 

While he insists that he is not a hard 
worker, he does stick to his subject. His 
average day is 15 calls and 15 interviews. 
If the prospect for whom he is looking is 
not at home, he talks to someone else 
who is. 


ot 





Cc. B. Westlake 


knowledge of still higher taxes to come, 
expectation of further increases in living 
cost, expectation of some form of com- 
pulsory saving, expectation of some form 
of payroll deduction for payment of taxes, 
lower interest and dividend yields on in- 
vestments, fear of inflation, uncertainty 
about one’s job and business. Mr. Zim- 
merman asked that the last means by 
which the citizens can provide for them- 
selves and protect the system of free 
private enterprise be not destroyed. The 
Treasury department has recognized 
these dangers, he said, by asking the 
house committee to consider the grant- 
ing of additional deductions for unusual 
medical expenses, for the higher educa- 
tion of children, for necessary domestic 
help. Complexities of the administra- 
tion of such a law are endless, he said. 
But relief can be given and the same 
desirable objectives accomplished, plus 
many more by giving an income tax de- 
duction to the premium payer, for life 
insurance cash values furnish funds for 
unusual medical expenses and all other 
emergencies, can furnish funds to educate 
the children and in addition it does this 
whether the insured lives or dies. 


Analyzes Objections 


Mr, Zimmerman sets forth what might 
be cited as objections to a deduction. 
The first is that it discriminates against 
the man who is uninsurable and to that 
Mr. Zimmerman answered that the 94 
percent that are insurable should not be 
penalized because of the 6 percent. He 
asks whether anyone has raised the ob- 
jection that the income tax law discrim- 
inates against the single man or against 
the married man without children as op- 
posed to the married man who has off- 
spring. He asks whether the tax exemp- 
tion of $400 for a dependent child should 
be taken away from all married couples 
because a small percentage are either 
unwilling or incapable of having off- 
spring. 

Another possible objection might be 
that it favors putting money into life 
insurance as against some form of prop- 
erty. To this Mr. Zimmerman reiterated 
that life insurance merely partially in- 
demnifies the family against loss of the 
future earning power of the breadwinner. 

Then there is the objection that if this 
were done a similar deduction should 
be given to the man who is purchasing 
a home. To this Mr. Zimmerman said 
it would discriminate against a large 
majority of people who are not home 
owners but who rent and the man pur- 
chasing a home already obtains an ad- 
vantage in being able to deduct interest 
payments on the mortgage as well as 
real estate taxes. j 

Some might ask why a similar deduc- 
tion should not be given to the man pur- 
chasing war bonds. First, he said, be- 
cause life insurance is not property, it is 
indemnification; secondly, the govern- 
ment is in a position to force the pur- 
chase of war bonds through some com- 
pulsory savings system. If a compulsory 
system is introduced it will make it all 
the more necessary that the individual 
be given a tax incentive to maintain his 
present life insurance and to purchase 
new where it is needed. 


Two Out for Ga. Commissioner 


ATLANTA—Two candidates are in 
the field for comptroller general of 
Georgia, among whose duties is that of 
insurance commissioner. Homer C. 
Parker, incumbent , and E. B. Dykes, 
Vienna, Ga., attorney and one-time pres- 
ident of the state senate, have announced 
as candidates. Thus far neither Commis- 
sioner Parker nor Mr. Dykes has issued 
any statement of policy with respect to 
the insurance department, nor are any 
expected until after the close of entries 
in the Democratic primary July 4. 
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Hitch Develops 
in Insurance 
Loans af Banks 


Federal Restrictions on 
Consumer Credit Prove 
to Be Applicable 


NEW YORK—While the federal re- 
strictions on consumer credit do not ap- 
ply to policy loans made by life com- 
panies there is not the same freedom 
in connection with loans made _ by 
banks on policies pledged as collateral. 
Some agents have found that their 
clients have run into difficulty on this 
point as many policy loans, particularly 
if substantial, have been made through 
the banks to effect a saving in interest. 
The hitch is that if the policyholder 
pays off his loan in full or in part he 
cannot bring it back to its former fig- 
ure without being subject to the con- 
sumer credit restrictions. These re- 
strictions do not apply to the larger 
loans, but everything up to $1,500 1s 
subject to them. 

Restrictions do not apply to loans 
made by banks on the security of the 
loan value or cash surrender value of 
a life policy if the purpose is to enable 
the borrower to pay off a policy loan 
obtained from a life company before 
May 6, 1942. Nor do they apply to 
any renewal or extension of such a loan 
as long as there is no increase in the 
amount of the loan. 


Maximum 90-Day Term 


Bank policy loans if made to pay off 
a regular policy loan made on or after 
March 6, 1942, or for any other purpose 
are subject to a maximum maturity of 
90 days except that in some cases 
where the borrower's income is sea- 
sonal a somewhat longer maturity pe- 
riod is permitted. 

The loan cannot be extended or re- 
newed beyond the maximum maturity 
date, except that instead of having to 
be repaid in a single sum at the end of 
90 days it may be converted to an in- 
stallment loan which complies with the 
regulation’s requirements. If this is 
done the maturity must not be later 
than 12 months from the date on which 
the original loan was made except that 
it the bank knows or has reason to 
know that the proceeds were used to 
reduce or retire a charge account the 
maturity must not be more than six 
months. There are additional restric- 
tions if the bank knows that the loan 
is being made to purchase any of the 
articles listed in the regulation. Un- 
der such circumstances the 90-day ma- 
turity limit still applies. 

Some assured who would ordinarily 
pay off part or all of their bank policy 
loans with the idea of increasing them 
again as their cash requirements in- 
creased have felt it advisable to let 
their loans remain and put the money 
into a savings account. This method 
results in a higher interest cost tempo- 
rarily but where it is known that there 
is going to be a need for cash shortly 
there is a saving in the long run. 


Features of Canada’s Budget 


TORONTO—Canada’s new budget 
features an additional 2 percent tax on 
life, fire and casualty premiums. 

Forced savings refundable after the 
war was also introduced in the budget. 
It will earn 2 percent but may be di- 
verted to insurance premiums, annuities. 
pensions or mortgage payments. The 
tax on insurance premiums is payable by 
the companies on 1941 premiums. 


Objective Study of 
Industrial Made in Md. 


BALTIMORE—Without undertaking 
to make recommendations for legisla- 
tion the research division of the Mary- 
land legislative counsel has now sub- 
mitted its report, “Industrial Life In- 
surance in Maryland.” It is a factual 
type of report and draws together evi- 
dence on a large number of situations 
touching industrial insurance and hence 
presents a well balanced treatment of 
the subject. There is reference to the 
TNEC investigation, activities of the 
Guertin committee, the labor union sit- 
uation, savings bank life insurance, 
Sales Research Bureau figures, the in- 
vestigation of the New York joint leg- 
islative committee and the committee 
also developed some original facts and 
figures. 

The study was undertaken in accord- 
ance with the resolution adopted by the 
Maryland house of delegates, March 28, 
1941, and it was accomplished with the 
cooperation of the Maryland insurance 
department. The house of delegates in- 
structed the council to investigate par- 
ticularly lapses and cash _ surrender 
values in industrial policies. The tenta- 
tive draft of the report was submitted 
for criticism and suggestions to: Francis 
M. Smith, vice-president in charge of 
industrial insurance, and George W. 
Bahlke, retired district manager of 
Metropolitan Life; Gerhard Gesell, co- 
author of the TNEC report; S. Z. Roth- 


schild, president, and J. M. Moses, 
counsel of Sun Life of Maryland; Sum- 
ner Pike, commissioner SEC; J. B. 


Smith, treasurer, and H. E. Niles, sec- 
retary Baltimore Life; Paul R. Taylor, 
former deputy superintendent of New 
York; William H. Taylor, agent for Sun 
Life of Baltimore and representative of 
the C.I.O. local of that company’s 
agents, and M. T. Hogan, Prudential, 


representative of the A.F.L. union of 
that company’s agents. 

In summary, the council states that 
there is some public interest in Mary- 
land today as concerns the time at which 
non-forfeiture values are available and 
the manner in which lapsed policies are 
handled in the computation of the 
agent’s commission account. 

The council finds that the average 
resident of Maryland owns about 1.4 in- 
dustrial life policies, which is the high- 
est per capita figure in the country. The 
average of all policies in Maryland has 
a face value of $205 and takes a weekly 
premium of 15 cents. 

Of the industrial life insurance which 
was terminated in Maryland in 1940, 14.8 
percent was in the form of a surrender 
in return for a non-forfeiture value and 
78.2 percent represented lapses for 
which the policyholder received nothing. 
Most of the lapses and surrenders oc- 
curred during the early months and 
years of the life of the policy. Critics 
say that the high lapse ratios are the 
fault of high pressure sales methods and 
the relatively high cost of the agency 
system. Others cite, however, that those 
who buy industrial life insurance also 
are having higher than average rates of 
non-fulfillment and lapse in their other 
financial commitments and that the 
higher premiums for industrial are 
caused by higher mortality rates and 
the extensive services rendered to the 
policyholders. Both points of view have 
some merit, according to the council. 
If the amount of insurance sold is to be 
a criterion the agency system has been 
more successful than have the non- 
agency methods. 

It is difficult to ascertain the profit or 
loss which the companies make as the 

(CONTINUED ON PAGE 11) 








“A young man called with 
pocket,” 


was found among his effects. 


dends or other small value. 


illness and final expenses. 


“T told him I would gladly 


case was not on the books of 
to fill out. 


extension feature. 


the only named beneficiary. 


“His mystification was only 
tion, 


> 99 


life insurance. 


WILLIAM H. KINGSLEY 
Chairman of the Board 





MINUS AND PLUS 


writes a general agent. 
on the life of his father, who had recently died and the policy 


while the insurance had lapsed for non-payment of premiums 
he thought it barely possible there might be uncollected divi- 
He and his brothers and sister 
were trying to raise $1,500 to pay for their father’s last 


again in two days I was able to present him with claim proofs 
I had learned that even though the policy had 
lapsed in 1933 it still carried a value of $4,711 under the 
The extension still had a year to run. 


“The insured’s wife, who had died several years ago, was 


and administrator of the father’s estate. 
to my office the estate had been a minus quantity. 


When he received the check settling the claim he made 
the remark, ‘People just don’ 


¢ + 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


a Penn Mutual policy in his 
“Tt had been issued in 1924 


The young man explained that 


consult the home office, as the 
our agency. When he called 


The young man was executor 
Up until his visit 


exceeded by his deep gratifica- 


t know about these things in 


JOHN A. STEVENSON 
Fresident 

















Unique Manual 
Digest for 1942 
Is Now Ready 


Publication Especially 
Valuable Because of 
Great Number of Changes 


Providing what is undoubtedly the 
broadest coverage of useful information 
on all three classes of life insurance facts 
and figures, the 1942 edition of the 
Unique Manual-Digest is just off THe 
NATIONAL UNDERWRITER press. Now in 
its 44th annual issue, this widely recog- 
nized standard of authority is truly 
unique in that it is the only compilation 
of its kind that gives in a single “all- 
inclusive” volume full data on (1) the 
financial and business reports of all com- 
panies, (2) detailed concise analyses of 
the contracts and (3) an outstandingly 
broad treatment of rates, values, costs, 
options and other related data. 

_ In view of the tremendous number of 
important changes in rates, values, divi- 
dends and options that have been made 
by so many companies, both large and 
small, since the last edition was pub- 
lished the new Unique Manual will be 
of even greater than usual help and in- 
terest to the many thousands of alert 
and progressive field and home office 
men that made it their statistical standby 
each year. 

; Information on over 400 companies is 
included in The National Underwriter 
Life Insurance Reports—the first _sec- 
tion of this 1,600 page volume. Here 
is given all the significant facts and fig- 
ures concerning the financial and cor- 
porate development of every company. 
Also in this section is a record of com- 
pany changes—showing all mergers and 
reinsurances and a digest of important 
reinsurance agreements that have oc- 
curred since 1909. Although this section 
contains more factual information on 
companies, their financial history and 
latest annual statement than is available 
from any other source, it is still just a 
small portion—only about 1/5—of the 
entire Unique Manual-Digest. 


Policy and Cost Section 


Section C—the policy and the cost— 
contains an almost unbelievable amount 
of facts and figures. Here each com- 
pany’s contract and underwriting prac- 
tice is analyzed in complete detail and 
classified into standardized headings for 
quick easy reference to each point of 
distinction. By concise easily grasped 
paragraphs, all the vital provisions of 
each contract—including the obscure but 
significant points—are brought to light. 
Thus with the Unique Manual the reader 
can “get at” any provision readily and 
even much more easily than by reading 
the full contract itself. It translates the 
legal language into just what “you want 
to know” about the policy. 

Next comes the treatment of rates, 
values, costs, options, reserve tables, 
etc.—a coverage of this vital information 
far broader than attempted by any other 
publication issued. Here, along with the 
policy analysis are over 1,200 pages of 
useful facts and figures, the vast major- 
ity of which contain information not 
found in any other reference service. 
Small, medium-sized and large compan- 
ies are all treated in amazing detail, so 
that practically any point regarding the 
contract of any company may be quickly 
ascertained. Rates for the principal and 
feature policies are given in full at every 
age—also disability and double indem- 
nity. There is even a list of all other 
contracts issued, shown with sample 
rates, and through which one can iden- 

(CONTINUED ON PAGE 13) 
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Ponder Problem of 
War Risk Cover on 
Morfgagee Interest 


Getting Present Borrowers 
to Protect Lenders May 
Prove Difficult 





NEW YORK —Life company invest- 
ment and legal departments face some- 
thing of a problem in what to do about 
insuring their interests as mortgagees 
against possible air raid damage. The 
so-called “free” insurance under which 
the government has undertaken to in- 
demnify property owners against war 
damage expires July 1, when the fed- 
eral War Damage Corporation insur- 
ance plan goes into effect. The WDC 
has a regular scale of premium charges. 

Mortgagors are always required to 
carry fire insurance for the lender’s 
protection but the question now arises 
whether borrowers can be legally re- 
quired to protect the mortgagee’s in- 
terest against war damage as_ well. 
Home office legal departments have the 
question under consideration and com- 
panies are expected to act promptly on 
the basis of the decision of their 
counsel. 


May Cooperate Voluntarily 


Unless mortgage borrowers show a 
general disposition to buy war damage 
coverage for the lender’s benefit the 
problem promises to be a somewhat 
knotty one for lending institutions. 
Even though a home office may be 
firmly convinced that it has a legal 
right to demand that its mortgagors 
carry war damage insurance the ques- 
tion has no precedent and would very 
likely have to be fought through the 
courts with the result that the war 
would probably be over before the is- 
sue had been decided. 

If, on the other hand, they decided 
they could not force their borrowers to 
carry war damage coverage the com- 
panies could buy it themselves but this 
would be a heavy extra expense, even 
though the rates are quite low, par- 
ticularly in view of the cost of insur- 
ing the properties they already own 
such as home office buildings and fore- 
closed commercial and residential build- 
ings. The value of mortgages held by 
life companies is something in excess 
of $4,500,000,000. This excludes farm 
mortgages, where the damage to build- 
ings would have a relatively small 
effect on the value of the security. 


Would Cost $4,500,000 


Even at the low rate of 10 cents per 
$100, which applies only to dwellings 
and apartments occupied by less than 
five families, the life companies would 
have to pay out $4,500,000 in premiums 
to protect their interests as mortga- 
gees. To the extent that mortgages 
are on other classes of buildings the 
total premium would be substantially 
greater. On apartments, hotels, offices, 
mercantile buildings, warehouses and 
other non-manufacturing buildings the 
rate is 15 cents or 20 cents, depending 
on the circumstances, while for manu- 
facturing plants the rate is either 20 
or 30 cents. 

Of course, life companies might de- 
cide, in view of the apparent remote- 
ness of aerial bombardment danger and 
the widespread distribution of the prop- 
erties in which they have an interest 
as Owner or mortgagee, to self-insure 
the war hazard. This might be a good 
bet mathematicaily but the companies 
realize that while they might save a 
lot of money they would be subject to 
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Gavesill ~~ 
R. I. Commissioner 


Succeeding Morin 


PROVIDENCE —J. Austin Carroll 
has resigned as production manager of 
Manufacturers Casualty and Manufac- 
turers Fire to accept appointment as in- 
surance commissioner of Rhode Island. 
He succeeds H. N. Morin, who recently 
resigned to engage in South America 
insurance operations. 

Mr. Carroll, a native of Providence, 
was graduated from Providence Col- 
lege in 1928. From then until 1931 he 
handled workmen’s compensation mat- 
ters for the National Bureau of Casualty 
& Surety Underwriters in Maine, New 
Hampshire and Vermont, his headquar- 
ters being at Portland. In 1931 he was 
transferred to the bureau’s automobile 
department in the main office in New 
York. By the time he left to join Marsh 
& McLennan in 1936 he had attained 
the rank of assistant manager. 

Mr. Carroll was with Marsh & Mc- 
Lennan until the end of last year, when 
he joined Manufacturers Casualty and 
Manufacturers Fire. 

Manufacturers gave a luncheon in 
honor of Mr. Carroll this week in New 
York. Guests included Superintendent 
Pink of New York, Commissioner 
Blackall of Connecticut, and T. J. Mee- 
han, director of the Rhode Island bureau 
of business regulation. 








severe censure in the event of a heavy 
loss and that critics would give little 
thought to the mathematical computa- 
tions which had supported the decision 
not to insure. Another reason for in- 
suring is that in case there is no great 
damage done by enemy action during 
the next 12 months the coverage will 
probably be continued by the War 
Damage Corporation at no further pre- 
mium. 


Compromise Might Be Effected 


It is possible that if mortgagors and 
lenders do not agree that the former 
should insure against war damage for 
the latter’s benefit some sort of com- 
promise might be worked out. The 
companies would be in a position to 
point to some legal justification for 
their requirements that they be pro- 
tected, For example, the conventional 
or non-FHA type of mortgage specifies 
that the borrower must insure against 
fire. There is no limitation as to the 
cause of fire. 

The standard fire insurance policy, 
even with the extended coverage en- 
dorsement does not insure against fire 
arising from enemy action. Thus, the 
borrower might be regarded as not ful- 
filling the terms of his mortgage agree- 
ment unless he insured against war 
damage. On the other hand, the fed- 
eral war damage coverage includes not 


only damage by fire resulting from 
enemy action but damage _ resulting 
from an explosion not involving fire 


and also destruction caused by falling 
aircraft engaged in warfare. The bor- 
rower might contend he was being 
forced to buy coverage beyond the 
scope of his mortgage’s requirements. 


Can Lender Change Its Mind? 


However, there is a question whether, 
having accepted the type of insurance 
offered by the mortgagor, the lender 
can specify a different type of insurance 
or a more complete type of coverage 
before the mortgage comes up for re- 
newal. There is, of course, no ques- 
tion of the company’s right to demand 
war damage insurance on new mort- 
gages or renewals. 

Somewhat the same question comes 
up in connection with FHA mortgages, 
The insurance provision gives the 
lender a little more latitude on the type 
of insurance that may be required but 
there again is a question whether a bor- 
rower can be required to take a more 
comprehensive coverage than was ac- 


ceptable to the lender when the mort- 
gage was negotiated. Three-year poli- 
cies are the rule on FHA mortgages 
and the question arises as to the com- 
pany’s right to demand a change before 
the policy comes up for renewal. 

Another possible complication is that 
in the event a building is totally or sub- 
stantially destroyed as a result of war- 
fare the owner might try to proceed 
against the lender on the basis that the 
lender should have protected its inter- 
est as mortgagee by purchasing war 
damage insurance and hence should not 
be permitted to foreclose. 


Debt Not Wiped Out 


Since a borrower is required to sign 
a bond as well as pledging the value of 
the property he is of course just as li- 
able for the mortgage debt after the 
destruction of his property by a bomb 
as if the property was still sufficient to 
take care of the lender’s claim. How- 
ever, in spite of the careful investiga- 
tion of borrowers which life companies 
make the property is still the main ele- 
ment in the security behind the loan 
and they are keenly interested in pro- 
tecting it. Since the War Damage Cor- 
poration specifies that no one can col- 
lect more than his interest in the 
property there would be little incentive 


for the usual run of property owners to 
pay the premium necessary to protect 
the mortgagee unless there were some 
legal compulsion to do so. 

The question of how far inland the 
war hazard should be regarded as ex- 
tending is another problem for life com- 
pany investment people. The obvious 
course would be to see that insurance 
is carried on all mortgaged or owned 
properties anywhere near the Atlantic 
or Pacific coast. However, if the 
enemy, in a surprise move, should find 
a way to carry its aerial bombardments 
much farther inland than had been sup- 
posed possible companies might face 
the same criticism of their judgment 
that would ensue if they had elected to 
self-insure and found they had guessed 
wrong. 


C. T. Wardwell Agency Meets 


Paul Guibord of Connecticut Mutual 
Life home office was guest speaker at a 
meeting of the C. T. Wardwell agency 
in Peoria, Ill. He was last year’s eastern 
amateur tennis champion, a member of 
the Olympic ice hockey team that played 
in Germany in 1936, and of the Boston 
amateur ice hockey league last year. 
Following a luncheon, agency members 
heard a talk on Australia by J. F. Jo- 
hannsen of the R. G. LeTourneau plant. 
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Chicagoans Toast 
Zimmerman, Soon 
to Enter Navy 


About 50 Chicago general agents and 
other life insurance organization leaders 
in Chicago gathered Monday for an 
evening of toast giving to Charles J. 
Zimmerman, general agent of Connecti- 
cut Mutual Life, and valued leader in 
the business nationally. As has been 
generally known throughout the busi- 
ness, Mr. Zimmerman offered his serv- 
ices to the Navy and although he has 
not yet received the final word as to the 
commission he will receive nor the exact 





CHARLES J. ZIMMERMAN 


assignment that he will be given, 
papers have gone far enough so that it 
is certain that Mr. Zimmerman soon 
will be in active naval service. 


Philip Hobbs in Charge 


The program was in charge of Philip 
B. Hobbs, Equitable Society, Chicago, 
a National Association of Life Under- 
writers trustee, and in sparkling man- 
ner, he kept the toasts moving. Al- 
though each speaker voiced his sincere 
appreciation of the services that have 
been rendered by Mr. Zimmerman, a 
spirit of raillery was also evident and 
it was an evening of rare good humor. 

Mr. Zimmerman, in responding to the 
many toasts, recalled that he had gone 
to Chicago in 1937 and since that time 
he said he has really been a part timer 
in the life insurance business. The first 
year in Chicago he was chairman of 
the membership committee of the Na- 
tional Association of Life Underwriters. 
Then along came the presidency of the 
N.A.L.U., and after that the TNEC 
investigation and sandwiched in was the 
work on the agent’s compensation com- 
mittee. Finally Mr. Zimmerman said 
that when it seemed that he could again 
return to the life insurance business on 
a full time basis and devote his entire 
attention to his agency he was named 
chairman of the federal law and legis- 
lation committee of the N.A.L.U. and he 
continued to be a part timer. Mr. Zim- 
merman told the group that he has not 
been ambitious for home office position, 
for further advancement or political 
place. The greatest challenge in the 
business is to be able to run a good 
agency, he said, and that has been his 
first interest. The things that he has 
done for the organization and the busi- 
ness as a whole, he said he has done 
because he gets a “kick” out of them. 
He said that he has drifted into situa- 
tions that called for a great deal of 
work and then having drifted into them 
he didn’t want to get out of his position 
until he had discharged his assignment 
as completely as he knew how. He said 
he desires to give the greatest credit to 
his company which has been willing for 
him to engage in this activity. He said 
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that the agency has suffered because of 
his @utside interests and although it is 
in second place in the company’s stand- 
ing he feels that he could have done 
better in that direction. 


Contribution to War Effort 


Mr. Zimmerman closed with an ear- 
nest statement as to the contribution 
to the war effort that is being made 
by the life insurance men. Getting into 
uniform is glamorous and is satisfying 
but the life insurance man who stays 
on the job and does his work effectively 
is making a major contribution, he de- 
clared. 

The first speaker was Walter Hiller, 
Penn Mutual, who responded to the 
toast, “Charlie Zimmerman in the Chi- 
cago Association of Life Underwriters.” 


Mr. Hiller is immediate past president 
of the Chicago association. Harry 
Wright, Equitable Society, who suc- 


ceeded Mr. Zimmerman as president of 
the N.A.L.U., responded to the toast 
“Charlie Zimmerman in the National 
association.” A. R. Houle, Massachu- 
setts Mutual, had some words to say on 
Charlie Zimmerman in the C.L.U., anc 
Charles B. Stumes, Penn Mutual, was 
heard on the subject, “Charlie Zimmer- 
man in the One LaSalle Street Build- 
ing.” . B. Thurman, New England 
Mutual, delivered a stirring oration on 
“Charlie Zimmerman at breakfast in 
DeMet’s restaurant” and James H. 
Brennan, Fidelity Mutual, had as his 
topic, “Charlie Zimmerman in the Man- 
agers Association.” FE. S. Albritton, 
Provident Mutual, and Ralph Kastner, 
associate general counsel American Life 
Convention, also had a word to say. 
Mr. Hobbs at the last minute stirred 
about to try to find someone to speak 
for the Navy, but the nearest he could 
come was Herman Zischke, Union Cen- 
tral Life, who was formerly in the 
Marines. Mr. Zischke expressed regret 
that the Marines lost out to the Navy. 
Henry C. Hunken, associate general 


the agent, who will be in full charge during 


Mr. Zimmerman’s absence, made a gra- 


Insurance Library 
Leaders Meet 


Importance of Work 
in Day of Changes and 
Action Stressed 


In these days of lightning changes 
and immediate action, the insurance lib- 
rarians who attended the annual confer- 
ence of the Special Libraries Association 
at Detroit reviewed their functions and 
services with careful scrutiny. The 
library is an efficiency factor that should 
not be overlooked in any organization 
where there is need to develop or use 
any kind of information. Changing 
sources require someone whose respon- 
sibility is to know and keep abreast of 
them; develop, organize and get the 
material used. 

The librarian adds an element not to 
be found in a file department or a 
morgue. She gives a collection the vital 
touch by bringing it in contact with the 
person needing it. She anticipates de- 
mands, and has files on topics of in- 
terest to every department involved in 
the company or agency. She knows 
sources, and takes particular pride in 
being able to produce, at a moment’s 
notice files built up over a long period, 
on some topic she had foreseen by her 
judgment. She is ever on the alert for 
ways and methods of increasing her serv- 
ice to those who could benefit and 
already know it, or those who should 
and don’t know it yet. 

As company or agency information 
centers, their responsibilities include all 
departments: Sales, legal, claim, per- 
sonnel, underwriting, investment, adver- 








cious talk and Mr. Zimmerman in 
responding spoke very highly of Mr. 
Hunken. 


tising, among others. The aspect stressed 
is the ability of the library to serve as 
expert in information, an aspect which 
the busy executive in times like these 
cannot do himself; nor can his secre- 
tary, whose training usually does not 
give her the ability to do so. The li- 
brarian considers it a proper function 
and responsibility to know, develop, 
make available, and maintain sources of 
information that is or might be helpful 
to her company. 

The insurace group, Mariana Thurber, 
presiding, heard talks and participated 
in discussions on “War Files,” with Pat 
Kleiman, librarian, Cooperative Library 
of Ohio Farm Bureau of Columbus, as 
leader; “Booklists,” with P. M. Schmidt, 
Hardware Mutual Casualty, Stevens 
Point, Wis., leader; “Educational Work 
in the Insurance Field,” with Maryalice 
Thoms, librarian of Phoenix Mutual 
Life, leader; and Evelyn Waterloo, li- 
brarian Lumbermen’s Mutual Casualty, 
Chicago, on “Legal Reference Work in 
an Insurance Library.” All these talks 
were rather detailed and of interest to 
the group. Copies will be available 
through the Special Libraries Associa- 
tion shortly. 

Mariana Thurber was reelected chair- 
man; Maryalice Thoms, vice-chairman; 
Pat Kleiman, secretary. 





New Officers in Columbus 


The Columbus C. L. U. chapter has 
installed new officers as follows: Oscar 
E. Carlin, John Hancock, president; I. 
C. Beniss, Penn Mutual, vice-president; 
Gilbert Moody, Mutual ‘Life, secretary- 
treasurer. Miss Evelyn Rupe was in 
charge of the group’s educational activi- 
ties the past year. 





Colonial Life on 100% Basis 


Colonial Life has achieved 100 percent 
status in purchase of war bonds on the 
salary allotment basis by full-time em- 
ployes and executives at the home office. 
The company .also has bought the limit 
of war bonds. 








Ralph R. Lounsbury, President 
W. J. Sieger, V. P. & Supt. of Agencies 
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Underwriting in 
Wartime Reviewed 


Actuarial Club of Pacific 
Holds Three-Day Session 
in Pasadena 


The Actuarial Club of the Pacific 
held a three-day session at Pasadena, 
with two days devoted to actuarial top- 
ics and the final day to underwriting 
matters. The sessions were in charge of 
R. N. Griswold, associate actuary of 
California-Western States Life presi- 
dent of the club. General discussion 
was the rule rather than formal pre- 
sentation of papers. 

One of the interesting topics was the 
administration of business in enemy- 
occupied countries. Here it was brought 
out that the individual companies would 
have to make their own decision if and 
when such decision is necessary. Arthur 
Hunter, New York Life, gave some 
pertinent facts concerning its handling 
of the problem during the former world 
war. 

At the first day’s session little oi 
a decisive nature was adduced on federal, 
state and municipal tax legislation, due 
to the constant changes that are being 
made and prospective laws that now are 
in the legislative mill for enactment. 

Reports on the use of persistency 
charts subject were made by only two 
companies. These reports showed that 
the companies found them valuable and 
that they worked out very well in agency 
administration. 


Employment of Women 


In the discussion of maintenance of 
personnel during war time, the consen- 
sus seems to be that married women 
should be employed for the duration 
with men being reemployed after peace 
comes. 

3uilding up greater mortality con- 
tingency reserves, particularly by those 
companies with a greater concentration 
of business on the west coast, was 
favored apparently, when that subject 
was up for discussion. 

In a discussion of individual accident 
and health business, Raymond H. Belk- 
nap, director of agencies Occidental 
Life, led the discussion on agency ad- 
ministration; Vice-president Cary Gro- 
ton, Pacific Mutual Life, on underwrit- 
ing and claims problems; E. G. Neusch- 
wander, Occidental Life, on analysis of 
operations, and G. E. Cannon, Oregon 
Mutual Life, on advantages and disad- 
vantages of having policies issued on 
the same application with life insurance. 

The question of settlement options re- 
solved itself into a resume of the various 
options of the different companies, there- 
by placing them in contrast. 

Arthur Hunter gave an interesting 
talk, composed almost entirely of rem- 
iniscences. 


Underwriting Discussions 


Panel discussions on four subjects 
were taken up the final day. That on 
“War Conditions as Affecting New Bus- 
iness Underwriting” was led by L. P. 
Morgan, Pacific Mutual; P. L. Davies, 
Occidental, and O. D. Sanford, North- 
ern of Seattle. War and aviation re- 
strictions, applicants in armed forces, 
amount limits both for armed forces and 
civilians, travel, defense occupations— 
civilians, were all reviewed. 

Walter Kennedy, California-Western 
States, led the discussion on “War Con- 
ditions as Affecting Underwriting of 
Reinstatements, Changes and Extra 
Provisions.” This discussion touched on 
the situation of those in the armed 
forces and civilians, double indemnity 
and disability provisions and recent state 
and federal government laws and regu- 
lations. 

Three representatives of inspection 
agencies told “How Inspection Agen- 
cies Are Meeting Difficulties Occasioned 
by the Internal War Program.” They 
were R. P. Peckham, Retail Credit; 


Stephen S. Ridgely, Hooper-Holmes 
Bureau, and Joseph Hartnett, Hartnett 
Inspection Service. 

Clinic cases that had been sent to 
members some weeks ago were dis- 
cussed by various company representa- 
tives. 





Change Practice on Checks 


Minnesota Mutual Life, which for 
years has followed the practice of send- 
ing death claim checks to the agency 
handling the territory in which the bene- 


if because of gasoline rationing or a de- 
sire to save their tires they do not wish 
to deliver these checks in person, the 
home office will mail the checks direct if 
so requested. Or the agents may con- 
tinue to get the checks and remail them 
to the beneficiaries if they think their 
prestige will be enhanced by so doing. 





Cites New Oklahoma Law 


Commissioner Read has sent out a let- 
ter to domestic companies calling atten- 
tion to the new law which restricts the 
amount invested in home office real es- 


tate to 10 percent of a company’s assets. 
However, the commissioner may grant 
special permission to deviate from the 
law if the amount represented by such 
percentage is insufficient to provide con- 
venient accommodation for the com- 
pany’s business. 


The Phinehas Prouty, Jr., general 
agency of the Connecticut Mutual Life 
in Los Angeles enjoyed an agency out- 
ing at the Rainbow Angling Club, 
Azusa, Cal., in celebration of the clos- 
ing of an “angling tournament” held by 
the agency in April and May. 





ficiary resides, has advised agents that 





O’er Whose 
Ramparts 
YOU Watch! 


HIS message is addressed to you life insur- 
ance men of America who are not likely 
to be called into active service with our nation’s 


armed forces. 


You aren’t going to carry a gun or wear a 
uniform. You won’t even rate an arm-band like 
an ARP warden... but you have as important a 


job as there is in civilian defense today. 


There are millions of American families, like 
the one pictured above, that are not yet ade- 
quately protected against the dangers that may 
befall them in time of war. You can help them 
gain that protection with their first premium 


deposit. 


There are many others who will find it diffi- 
cult, in the face of mounting obligations, to 
hold on to the insurance they now own. You 
can help them adjust their budgets, or 
even make policy loans, if necessary, to 


keep this essential protection in force. 


Is there anything more important, God 





the home ramparts? What greater challenge 


could be offered to every trained life underwriter! 


To the thrill of providing such protection 
can be added the deep satisfaction of making 
a positive contribution to the nation’s war effort, 
remembering that a substantial portion of every 
dollar invested in life insurance is re-invested 
in U. S. Government Bonds, and helps to fur- 
nish the armaments so vitally needed... and not 
forgetting that this same premium dollar comes 
out of pay envelopes, is diverted from consumer 


markets, and acts as a direct brake on inflation. 


And on the great day of the triumphal parade, 
though you won’t be marching, you can hold 
your head high, proud in the knowledge that 
your efforts played a real part in winning the 


final victory. 


New England Mutual 


Ly Insurance Company 


= of Boston 








granting ourvictory on the fighting fronts, 


than the future security of all those within 


George Willard Smith, President 
THE FIRST MUTUAL LIFE INSURANCE COMPANY 
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Prepare Now to 
Meet Post-War 
Problems: Call 


LOS ANGELES—At a meeting of 
the Los Angeles Chamber of Com- 
merce life insurance committee, of 
which Kellogg Van Winkle, agency 
manager of Equitable Society is chair- 
man, President Asa V. Call of Pacific 
Mutual Life spoke on “Problems Con- 
fronting Home Office Executives.” 

There is an outstanding importance, 
he said, in maintaining a strong busi- 
ness structure. Life insurance has an 
essential part in this as an aid to the 
nation’s war effort, a check on inflation, 
a vital social institution and a vigorous 
enterprise to which men may return 
after the war. 

The obligation is to prevent eco- 
nomic stagnation. With the largest in- 
dustrial productive capacity in history, 
new sources of raw materials, more 
trained technicians, accumulated de- 
mand for goods and a reservoir of sav- 
ings, there will be at hand the ingredi- 
ents necessary to create tremendous 
prosperity, if there is intelligent admin- 
istration. 

Prepare for After War 


The nation’s immediate concern is to 
win the war but there is a responsibil- 
ity for what happens after that victory 
has been achieved. There must be not 
only a good intention to preserve the 
high rate of industrial production and 
employment which present plant capac- 
ity and talents make possible, but also 
a program to implement these facilities. 

It may not be practicable to solve all 
the post-war problems in advance, “but 
we will stand a better chance of get- 
ting right decisions eventually, if we 
know what some of the issues will be, 
and how they involve us,” Mr. Call 
said. Among them he mentioned the 
reconversion of business and industry 
from war to peace; the assimilation of 
military personnel into the civil popu- 
lation, the problem of inflation, repay- 
ment of debts; the realignment of re- 
lationships between government and 
the governed, and the nation’s attitude 
toward its allies, as well as toward its 
enemies. 


Samuel Siegel 


Is Convicted 


NEW YORK—Samuel M. Siegel, co- 
proprietor of Policy Holders Advisory 
Council, was convicted June 24 in spe- 
cial sessions court here of issuing a Pol- 
icyholders Advisory Council check for 
$500 against insufficient funds. He will 
be sentenced July 15. It is understood 
that the check has been made good. Ed- 
ward W. Scully of the frauds bureau of 
the district attorney’s office prosecuted 
the case. 

Policyholders Advisory Council, a 
partnership of Samuel and Morris H. 
Siegel, has been taken over by a New 
Jersey corporation in which it is said 
neither of the Siegels has any interest. 


Line Up Minn. Questionnaires 

ST. PAUL—Groups of agents who at 
the request of Commissioner Johnson 
have been studying a proposed licensing 
questionnaire have practically completed 
their work. With such suggestions as 
they have made or will make to him the 
commissioner will now proceed to draw 
up the questionnaires. He proposes to 
have a different one for each class of 
agents, fire, casualty, life, surety, etc. 
There will be both original and renewal 
forms. 

Commissioner Johnson says the ques- 
tionnaires will be fair but plenty string- 





ent. He does not believe any new leg- 
islation is needed to enable him to 
tighten up on the qualifications of 
avents. 








to Higher Post 


NEW YORK—Meropolitan Life has 
advanced Charles G. Taylor, Jr., from 
second vice-president to vice-president. 
He succeeds Frederic W. Ecker, who 
resigned as vice-president and director 





CHARLES G. TAYLOR, JR. 


Jan. 14 to become special assistant to 
lend lease administrator, E. R. Stet- 
tinius. 

Before his appointment as third vice- 
president of Metropolitan in 1932 Mr. 
Taylor had a broad experience in in- 
surance, beginning in Richmond with 
Fidelity & Casualty. Later he went 
with the Mutual Life’s Richmond of- 
fice. Following this he was actuary of 
the Virginia department, secretary and 
actuary of South Atlantic Life, later 
Atlantic Life, becoming vice-president 
and actuary in 1914. He resigned in 
1925 to become assistant manager and 
actuary of the Life Presidents Associ- 
ation, where he continued until going 
with Metropolitan Life. Metropolitan 
advanced him to second vice-president 
in 1936. He was an important mem- 
ber of the home and field executives 
committee that formulated the two 
latest contracts for Metropolitan agents. 
He has taken an active part in con- 
ferences with commissioners and leg- 
islative committees throughout the 
United States and Canada and in the 
organization of the Institute of Life In- 
surance. He is a former president of 
the American Life Convention. 





Atlantans Win High Honors 


Nine Connecticut Mutual men_ re- 
ceived awards for stellar performance 
at an outing of the P. L. Smith 
agency of Atlanta. 

Frank M. Anderson received the Lyter 
award as the company’s leading super- 
visor from Richard M. Pille of the Con- 
necticut Mutual’s home office. G. Ar- 
mand Thorpe and Wendell K. Whipple 
were presented the Coffin and Holder- 
ness awards for having led all the com- 
pany’s first year agents in sales. Cer- 
tificates of excellence were also 
presented to M. H. Barr, J. S. Brail, L. H. 
Guest, J. Holland, B. L. Hollis and P. 
T. Mackay. Messrs. Hollis and Thorpe 
qualified for the Quarter Million Dollar 
Corps, and Mr. Hollis again qualified for 
the One Hundred Cases Corps. 





Roberts Agency Is Leader 


The Roy Ray Roberts agency of 
State Mutual Life in Los Angeles led 
all the agencies in the President’s 
month contest in the amount of new 
business produced, and also led all in 
Division 2 in which it is located. Mr. 
Roberts outranked all general agents in 
the amount of personal production for 
the month. 


Lite Insurance in 
War Time and the 
Outlook for Future 


One of the most important and use- 
ful booklets issued this year comes 
from the press of the Diamond Life 
3ulletins, 420 East Fourth street, Cin- 
cinnati. The author is Abner Thorp, 
Jr., editor of the bulletins and it is en- 
titled “Life Insurance in War Time.” 
Mr. Thorp recognizes the fact that war 
conditions are here, that they can be 
met, that life insurance is a continu- 
ously serviceable institution, that it 
needs to be on the offensive and not 
the defensive, that the needs of people 
and business are just the same now as 
they always have been and that pro- 
tection is required which life insurance 
can afford. 


Takes Realistic View 


Mr. Thorp does not dodge the situa- 
tion confronting life agents because he 
takes a realistic appraisal of just what 
is happening. However, there is always 
a hopeful note, there is encouragement 
for the men in the field, there is plenty 
of ammunition to be used. Objections 
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that are offered during this particular 
day are met. Mr. Thorp reaches the 
conclusion that the future of life insur- 
ance sales looks bright. He said that 
this statement is made deliberately af- 
ter a careful analysis of the situation in 
this country and after a study of results 
in England and Canada since the begin- 
ning of the war. No booklet has come 
out with such a practical forthright, 
encouraging note, not dodging any is- 
sues or conditions but showing how to 
meet and overcome them. The mini- 
mum order is $1, which entitles the 
purchaser to two books. Quantity 
prices are available. 





John D. Moynahan, Berwyn, II. 
manager of Metropolitan Life and 
president of the American Society of 
C.L.U., has just returned to his home 
in LaGrange, Ill, from a _ hospital 
where he has been for a week or so 
suffering from a serious infection. Mr, 
Moynahan worked in his garden re- 
cently and shortly afterward an infec- 
tion caused his hands, arms and shoul- 
ders to become greatly inflamed and 
swollen. Then the trouble settled in 
sinuses. Mr. Moynahan spent a short 
time in Wesley Memorial hospital 
under observation and care. He is ex- 
pected to return to his office Monday. 














Manew verability 





Big enough—strong enough—it withstood the pounding of the Sulu Sea... 
yet it had a high degree of maneuverability which enabled it to take advantage 
of every opportunity so as to carry out its mission. Such was the type of craft 
—Uncle Sam’s fast patrol torpedo boats—that shot up the Japanese at Subic 
Bay, and with General MacArthur, ran the Japanese blockade. 


Such an institution is GUARANTEE MUTUAL LIFE—big enough and 
strong enough—as proved by its time-tested service of 41 years, successful 
weathering of epidemics, wars and economic storms, and by its present ratio of 
$112.13 in assets for every $100.00 of liabilities. 
change our ways of doing things practically overnight, if need be, to take 
advantage of new situations . . . as, for example, when we sensed the need for 
an agents’ retirement plan back in 1939, and put such a plan into effect in 
1939. Such maneuverability has benefited our men to the extent that they have 
already operated for three years under the benefits of a retirement plan—and 
one which requires no contribution on their part. 


Write A. B. OLson, Agency Vice President, for details of our 
“BUILDERS OF MEN” AGENCY PLAN 


GUARANTEE MUTUAL LIFE COMPANY 
OMAHA, NEBRASKA 
Organized 1901 


~ 


One of Uncle Sam’s famous P-T 
boats, of the type which evacuated 
General Douglas MacArthur, _ his 
family and his aides from the Phil- 
ippines. 


Maneuverable enough to 
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Study Request of 
ODT on Meetings 


The expected word from the Office 
of Defense Transportation on the mat- 
ter of conventions was given last week 
and the request of this government 
agency is being studied by every or- 
ganization that holds any sort of a 
convention. The ODT makes this spe- 
cific request: “Defer all meetings, con- 
ventions and tours of groups not 
closely related to the furtherance of 
war effort, since such mass movements 
interfere with regularly scheduled traf- 
fic and frequently require the use of 
extra equipment. 

“In the case of meetings closely re- 
lated to the war effort, attendance 
should be skeletonized along the lines 
of the splendid example set by the 
American Legion in its forthcoming 
convention.” 

Apparently one of the most important 
objectives of the ODT request is to 
prevent the use of extra rail equipment 
to handle convention goers. The rail- 
roads for the past several weeks have 


definitely discontinued soliciting busi- 
ness that requires the use of such extra 
equipment. 


Insofar as insurance is concerned, the 
National Association of Life Under- 
writers may prove to have established 
a precedent that other organizations 
will follow, It canceled its plans for 
the usual type of convention at Minne- 
apolis and instead is arranging for a 
business convention of a_ skeletonized 
nature in Chicago. 





Minnesota Aviation Rider 
Law Not Validly Enacted 
Supreme Court Holds 


_ ST. PAUL—The 1941 law permitting 
insurance companies to attach aviation 
exclusion riders to policies was not val- 
idly enacted, the Minnesota supreme 
court has ruled, and hence companies 
may not attach such riders, except for 
the two year incontestable period. The 
high court decision was handed down in 
Minnesota Mutual Life vs. Newell R. 
Johnson, insuramce commissioner. 

Through a clerical error the bill as fin- 
ally signed by the governor was not 
identical with that passed by one of the 
branches of the legislature. Another 
point involved in the court battle was 
whether the insurance commissioner had 
authority to approve or disapprove the 
exclusion riders even though the law was 
found to be validly enacted. 

_The law in dispute was passed and 
signed in the closing days of the 1941 
session. On May 13, 1941, the Minne- 
sota Mutual Life filed an exclusion rider 
limiting aviation coverage as authorized 
by Chapter 218 of the 1941 session laws. 
On May 28 Commissioner Johnson noti- 
fied the company he would not permit 
the use of the rider because he believed 
the law invalidly enacted and further- 
more, in his opinion, the rider ought not 
to be used. 

A friendly court action was at once 
instituted to determine the validity of 
the law and pending the outcome of this 
Commissioner Johnson has refused to 
accept any aviation exclusion riders for 
fling. In holding the law invalid, the 
supreme court has reversed itself for 
when the case first came before it a few 
months ago it upheld the law. Edward 
J. Devitt, assistant attorney-general in 
charge of insurance matters, represented 
the insurance department. 





New Manhattan Life Director 


_The directors of the Manhattan Life 
clected James B. Alley to the board, 
formerly director of the Commodity 
Credit Corporation in Washington, gen- 
eral counsel of the Reconstruction 
Finance Corporation and director of the 
Export-Import Bank, Mr. Allev is a 
lawyer and member of the firm of 
\uchincloss, Alley & Duncan, New 


York City. 


Mutual Life 


Cancels Rallies 


NEW YORK-—In line with the re- 
quest of J. B. Eastman, Defense Trans- 
portation Director, that all meetings and 
conventions not closely related to the 
furtherance of the war effort be con- 
celled, Mutual Life has decided that a 
series of three regional educational con- 
ferences will not be held. 

The conferences, scheduled to begin 
the first week in July, were to have been 
held in Salt Lake City, Chicago and 
New York. Members of the National 
Field Club, together with certain other 
high-ranking agents, would have been 
eligible to attend. 

The company hopes to devise other 
means for bringing to its representatives 
the educational benefits expected to re- 
sult from the conferences. 





Anderson Reopens S. D. 
Agency of Occidental Life 


Giles W. Anderson, well known in 
South Dakota and to Occidental 
Life men, has left the service of the 
state of South Dakota to reopen the 
general agency of Occidental Life of 
California at Aberdeen, which he closed 
in 1936 to supervise state-owned farms 
in that territory. 

Mr. Anderson was graduated from 
South Dakota State College in 1924, 
then taught school for three years. In 
1927 he moved to Aberdeen to become 
special agent of Equitable Society. 
After eight years with that company 
he resigned to become general agent of 
Occidental, entering state work in 
1936. During his absence from the ac- 
tive production rolls he devoted a por- 
tion of his time to servicing the busi- 
ness written by his agency. 

He is a past president of the Aber- 
deen Life Underwriters Association 
and has served as secretary-treasurer of 
the state association. He is now a 
leader in the Minute-Man war bond 
campaign being conducted in Aberdeen. 





N. Y. Group Recommends _ 
Deposit Boxes for Policies 


NEW YORK—In an effort to clear 
up some misconceptions regarding the 
advisability of keeping policies in safe 
deposit boxes the New York City Life 
Underwriters Association’s committee 
on cooperation with trust companies and 
the Corporation Fiduciaries’ Associa- 
tion’s committee on cooperation with life 
underwriters have issued a joint report 
which points out that there need be very 
little delay in getting a safe deposit box 
opened after the insured’s death. 

While in New York state it is neces- 
sary to get a court order and to have 
present a representative of the state tax 
commission, this does not involve any 
great complexity or delay. The report 
points out that if policies are not kept 
in safe deposit boxes there is a risk of 
loss or destruction. Where policies can- 
not be located after the insured’s death 
there is frequently a fairly complicated 
routine to be gone through. The report 
suggests that agents might advise their 
clients to keep in their desks a policy in- 
tended for cleanup, the other being kept 
in the safe deposit vault. 





Has App a Week for 800 Weeks 


A. M. Boex, veteran Equitable Life 
of Iowa agent in the J. Moorman 
agency of Cincinnati, has completed an 
800-week record of an application a 
week. In 16 years he has paid for more 
than $3,000,000 of life insurance. 

C. H. Garrison, Mansfield, Pa., re- 





cently attained his 500th one-a-week 
club anniversary. 
Marlene Dietrich, famous star of 


Hollywood, visited the home office of 
Franklin Life, on her tour across coun- 
try in behalf of the payroll allotment 
plan for war stamps and bonds. 














This young man’s preparation for a career 


has been completed. 


Even if his father, who now beams on him 
proudly, had failed to survive to see this 
significant day, the boy would have re- 


mained in college. 


For this dad, like thousands of others, be- 
lieves in life insurance, and he provided for 
just such an emergency in acquiring his pro- 


tection years ago. 








rudential 
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Home Office, NEWARK, N. J. 
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IN UL S. WAR SERVICE 


Andrew E. Tuck, III, son of Andrew 
E. Tuck, vice-president of Equitable 
Society, graduated from LaSalle Mili- 
tary Academy, Oakdale, L. I., and on 
the same day he received a commission 
as second lieutenant in the infantry, and 
is now awaiting orders. While at La- 
Salle, young Tuck was president of the 
student body, editor-in-chief of the 
schoo] annual and the quarterly. He 
won gridiron honors as end and quar- 
terback on the second string team. That 
he was voted the most popular senior 
by his classmates is not surprising to 
the many friends of his own very lik- 
able dad. 

Lieut. Lloyd E. Harkema, life agent of 
Pittsfield, Mass., has become the town’s 
first enlisted man to become an officer 
without attending an officers’ candidate 
school, He is attached to the personnel 
and payroll department. In a drive to 
sell insurance to the 104th infantry, he 
personally sold $2,500,000 of coverage. 

J. F. Gibson, stationed at Roswell, 
N. M., and J. B. Thompson, at the air 
field near Brownwood, Tex., former as- 
sistants to Commissioner Read of 
Oklahoma, both of whom have been 
serving as first lieutenants in the air 
corps, have been promoted to captains. 

Theodore Hussey of the Hussey 
agency, Topeka, general agent Equit- 
able Life of Iowa, has been commis- 
sioned a captain in the air corps and is 
stationed at Santa Ana, Cal. Willard 
Bell, solicitor, and T. E. Slaven of the 
life department of the Hussey agency, 
are also in the armed forces. Mr. Bell 
is in the army. He has been stationed 
at Leavenworth, Kan., and will soon 
enter an officers training camp. Mr. 
Slaven joined the navy and is in a 
petty officers training school at Corpus 
Christi, Tex. 

Fred H. Strawn of the F. M. McMil- 
lan agency of Penn Mutual Life in Los 
Angeles has been called into service and 
will report to the air corps center at 
Santa Ana as a first lieutenant. 

Don Akin, in charge of the real estate 
division of National Aid Life, Okla- 
homa City, has left for training in the 
school for glider pilots at Randolph 
Field, Tex. 

Several Michigan insurance depart- 
ment men have entered the service. 
\\ ayne Garnett, department actuary, re- 
signed to take a responsible accountancy 
position with the air corps at Dayton 
Field. James Main, assistant actuary, 
has been inducted into the army at Fort 
Custer, and Don Fritz, an examiner, has 
been appointed an ensign in the naval 
reserve and has gone to a training school 
at Noroton Heights, Conn. 

The two sons of Samuel Heifetz, 
manager in Chicago for Mutual Life, 
are in the armed forces. Carl Heifetz, 
who was connected with his father’s 
agency as a producer, is now with the 
coast guard at Chicago as a storekeeper, 
third class. Elmer M. Heifetz, who was 
with the law firm of Clausen, Hirsh & 
Miller, is a second lieutenant of infan- 
try at Ft. Des Moines. He has been 
named as assistant director of the 
W.A.A.C. 

Warner R. Broaddus, formerly with 
Guardian Life in Chicago, was on the 
tanker that was sunk the other day close 
to the Virginia shore, supposedly having 
struck a mine laid by an enemy sub- 
marine. Mr. Broaddus had to swim 
for a lifeboat but was taken ashore 





safely. He is a seaman, first-class, in 
the maritime service. His father is 
Lynn S$. Broaddus, Chicago manager of 


Guardian Life. 

E. R. Brock of the Des Moines 
agency of Penn Mutual Life for the 
second time in the last 12 months has 
been called into service. He is a sec- 
ond lieutenant. In May of 1941, he 
was called to service in Ft. Riley, Kan., 
and was temporarily discharged last 
August. Then just recently he was 
called back and is now located at Chey- 
enne, Wyo. His paid production for 
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the first five months of 1942 exceeded 
$200,000. He is a member of the Iowa 
Quarter Million Club. 

C. H. Wible, Cincinnati general 
agent of Union Mutual and recently 
elected director of the Cincinnati Life 
Underwriters Association, is now cap- 
tain in the army air corps. He left last 
week for training in the south. As yet 
no successor has been named for his 
agency. 

Harry J. Pells, general agent of Gen- 
eral American Life in Denver, has been 
called to active duty as a captain in the 
air corps. He will be stationed tem- 
porarily at Miami Beach, Fla. He pre- 
viously served 414 years in the army. 

Allen H. Ogilvie, Michigan manager 
of Kansas City Life, has been appointed 
a captain in the air corps and has been 
assigned to a Texas field. He is suc- 
ceeded as national committeeman from 
the Lansing Life Underwriters Associa- 
tion by R. H. Moore, Ohio National 
Life. 

Edwin J. Phelps, president and man- 
ager of the Hoey & Ellison agency of 
Equitable Life of Iowa in New York 
City, has been commissioned a captain 
in the signal corps and will report for 
duty July 1. E. R. Burry, who has 
been with the agency for 16 years, has 
been elected vice-president and acting 
manager. Albert Rose was also eletced 
vice-presidnt. 








John Hancock Outing 


George Vinsonhaler, general agent 
John Hancock at Cincinnati, and H. S. 
Stout, general agent at Dayton, O.,.en- 
tertained jointly 17 members of their 
agencies at a stag outing at Indian 
Lake, the first three days of this week. 
This was in the nature of a substitute 
for the John Hancock leaders conven- 
tion which has been cancelled. Mr. 
Vinsonhaler recently had the privilege 
of delivering a maturity check for an 
ordinary life contract to Frederick 
Pheister, a 96-year-old Cincinnati civil 
war veteran. 
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“Barron's” Programming Ideas 
The current “Barron’s” life insurance 

article attempts to apply to a typical 

insurance purchaser the lessons in pro- 


gramming given in the previous ar- 
ticles. The author’s suggestions unfor- 


tunately lose much of their value be- 
cause they assume that the buyer is 
always in the ideal position as to health 
and finances to take advantage of the 
courses indicated under various circum- 
stances outlined. 





New Chicago Agency 


A general agency in Chicago has 
been established for American Mutual 
Life at 3019 North Milwaukee avenue 
to handle mainly Polish business, L. T. 
Porzak is associate general agent and 
the title of the agency is L. T. Porzak 
& Associates. With him are Edward F. 
Wojciek and Walter Dudek. Mr. Por- 
zak had been with Mutual Benefit Life 
and Mutual Life before joining Ameri- 
can Mutual. He is president of the 
35th Ward Young Democrats, 





Hold Mortgage Loan Clinic 


Pacific Mutual Life will hold a mort- 
gage loan clinic of its property invest- 
ment department at the home office June 
29-July 1, attended by its mortgage loan 
managers from all parts of the country. 





Mutual Benefit Life’s field force will 
present to the company a portrait of 
Vice-president E. E, Rhodes at an un- 
veiling ceremony Aug. 3 in the home 
office recreation room. 





Judge Charles I. Dawson, chairman 
and chief counsel of Kentucky Home 
Mutual Life, has refused the request of 
the Republican state central committee 
to be its candidate for U. S. Senator, 
opposing A. B, Chandler, incumbent. 





State Mutual Life Assurance Company 


of Worcester, Massachusetts 
Incorporated 1844 


Americas 5th Oldest Life Jusurance Company 
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Lead Service Letters 








ring door bells and 


create buyer acceptance before you call 





See the Reliance Manager . . . or write the Home 
Office . 
Reliance Straight Line Flow — the selling plan 
that takes the straight line to the dotted line. 


RELIANCE LIFE 


INSURANCE COMPANY OF PITTSBURGH 
FARMERS BANK BLDG., PITTSBURGH, PA. 


. for more information about the 


MORE THAN A HALF BILLION DOLLARS OF LIFE INSURANCE IN FORCE 
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result of lapses and surrenders. The 
initial expense of writing a policy re- 
quires that the company suffer a loss at 
the outset, but the length of time needed 
for the premium to provide a net profit 
is highly uncertain. Over-simplified 
bookkeeping entries for 1,000 whole life 
policies, issued at age 10 with a face 
value of $250 and a weekly premium of 
8 cents each, showed these results in 
the comparison of premium income and 
premium expenditure: 

At the end of the first year there was 
a net loss of $1,800; at the end of the 
second year there was a net loss of $617 
and at the end of the third year there 
was a net gain of $437. By the end of 
the third year the reserves amounted to 
$1,984, so there had been a net reduc- 
tion in the surplus account of $1,547. 
The company was making a book profit 
on the policies at the end of the third 
year, for the withdrawals from surplus 
to set up the reserves will gradually be 
returned as the policies terminate and 
the reserves may be reduced. 





Loss to Policyholder 





The council states that a policyholder 
who lapses loses whatever reserve he 
has created and the part of his premium 
which has gone to pay the company’s 
“loading” charges and if he tries when 
older to buy another policy, the pre- 
miums will be correspondingly higher. 
The policyholder who surrenders for a 
non-forfeiture value will lose in the 
same way except that he receives back 
part of the reserve as a surrender value. 
He has had the protection of the policy 
while it was in force, however. 

Maryland requires that a cash value 
be offered to policvholders at the end 
of 10 years and either paid up or ex- 
tended term insurance at the end of 
five years. Most companies operating 


INSURANCE COMMISSIONERS’ 


AT 
CONVENTION IN DENVER: 


Above—Commissioners Berry of Michi- 
gan and Carlson of Utah; middle—Com- 
missioners Jones of Illinois and Rummage 
of Arizona, and below—J. W. Kennelly, 
former North Dakota deputy, now a lieu- 
tenant at Lowry Field, Denver, and Com- 
missioner Graves of Arkansas. 


in the state provide non-forfeiture values 
at an earlier time and there seems to 
be no particular objection to decreasing 
these periods to, say, five and three 
years. More than 80 percent of the in- 
surance in force in Maryland is with 
companies which already conform to 
these periods, or even shorter ones. 


Plea of the Agents 


The agents in Maryland are asking 
for a law similar to the one in Massa- 
chusetts which forbids the companies to 
charge terminations against their com- 
mission accounts if the policy has had 
premiums paid upon it for three years 
or more. Company officials question 
whether this is a legislative matter, but 
if such a law is enacted, they suggest 
that it should also provide that the agent 
might be charged with a termination if 
another policy is written in the same 
home within three months and the pres- 
ent manner of paying a conservation 
bonus should not be changed. Neither 
the agents nor the companies want very 
extensive changes in the insurance code; 
both groups believe that their own bar- 
gaining power may in the final analysis 
be the determining factor. 

The council states that the fact that 
most states require and most companies 
give the non-forfeiture values at an 
earlier time than the Maryland law 
stipulates is a convincing argument in 
favor of making the first change. The 
second question involving lapses and 
the agent’s commission account is more 
difficult to decide. 


3,600 Agents in Maryland 


_ The 27 industrial companies operating 
in Maryland emplov about 800 in their 
home and branch offices in the state and 
have about 3,600 agents licensed. 

At the end of 1940 there were in ef- 
fect in Maryland 2,587,616 industrial 
policies with a face value of $531,207,261 
and during that year a total of $20,419,- 
807 was collected for premiums. 

During 1940 there were 524,213 new 
industrial policies written in the state 
and 487,036 policies were terminated. 
The percentage of termination to the 
number of policies in force at the begin- 
ning of the year plus the new issues for 
the year was 15.8 percent. Of the termi- 
nations 2.5 percent were due to deaths of 
policyholders, .3 percent to maturity of 
policy, 2.3 percent expiry, 14.8 percent 
surrender for cash, 78.2 percent lapse, 
1.9 percent decrease in face value and 
less than .1 percent disability payments. 


Lapse Record Analyzed 


One company presented a series of 
percentages showing a lapse rate for in- 
dustrial business over a period of years 
for policies in force less than two years. 
Of the policies issued during 1940, 30.8 
percent lapsed by the end of the calen- 
dar year and 43.9 percent by the end of 
the calendar year after year of issue. 
There has been a noticeable improve- 
ment in the percentage of lapse since 
1932. 

The council sets forth some statistics 
on records in other types of financial 
engagements. During the middle 1930's, 
3 percent of new car sales, 12 percent of 
used car sales and 8 percent of electrical 
appliance sales, ended in repossession, 
and the repossessions occurred most fre- 
quently in the early months of the con- 
tracts. For used cars the most unfav- 
orable experience was with those of 
lower price and the greater the down 
payment the less likelihood there is of re- 
possession. 

One Baltimore bank reported that 
about 41 percent of its 1941 Christmas 
savings accounts were not completed. 
Another bank reported that 37 percent 
were not completed. One of the banks 
stated that the percentage of paid in full 
clubs is greater in the larger class than 
that in the smaller. 

The Treasury department reports that 
8 percent of all baby bonds were re- 
deemed in one year, 15 percent within 
two years and 32 percent within six 


years. The percentage of redemptions 
decreased as the denominations of the 
bonds became greater. At the end of 
six years 38 percent of the $25 bonds 
had been redeemed but only 23 percent 
of the $1,000 bonds. 





Government Record 





Over the 16-year period, 1925-41, the 
lapses and surrenders of government 
converted life insurance issued to veter- 
ans of the first war were about 49 per- 
cent of the total of new policies issued. 

The council went into the subject of 
the agency system and stated that critics 
charged that many lapses are the sober 
second thought as a result of over-sell- 
ing among policyholders who either did 
not want or could not pay for the in- 
surance. Some types of agent’s con- 
tracts make it possible for him to add 
to his earnings by persuading a policy- 
holder to lapse or surrender his old 
policy and write a new one, the agent’s 
commission on the new policy exceed- 
ing whatever loss may be charged for 
on the old one and then there is the 
matter of twisting. 

The remuneration of not only agents 
and managers and assistant managers 
generally depends in part on the new 
policies, so that there is constant em- 


phasis placed upon salesmanship. The 
council expressed the belief that some 
buyers are oversold but the difficulty is 
in gauging how often this occurs and 
the relationship between over selling and 
lapses. 

The council observes, however, that 
there is the constant fact that those who 
are lapsing and surrendering their poli- 
cies also are having higher than average 
rates of non-fulfillment for other types 
of financial obligations. A high lapse 
rate is due in part to the nature of the 
risk. 

Agency System Effective 


The council states that no other plan 
for selling life insurance has equaled the 
agency system in placing huge amounts 
of it in force. Even when the policy- 
holder is offered about a 10 percent re- 
duction in premiums in return for mak- 
ing payments at a company office, less 
than one-third of the total weekly pre- 
mium debit has been collected in this 
fashion. 

Company officials do not strongly ob- 
ject to proposals for making non-for- 
feiture values available earlier than at 
present. Some executives point out that 
the possibility for obtaining such values 
and particularly cash may defeat the 
whole purpose of the insurance. They 
feel that many surrenders and lapses 
are caused by trivial and frivolous rea- 
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insurance situation. 


fairway. 





“Don’t ye know a sand trap from a fairway, laddie?” roars 
Sandy MacLeish. “Muckle guid I can do with a spoon wi’ me 
ball buried in the sand behind a bunker. 
So he grabs his trusty sand-blaster 
from a well-filled bag, and makes an unco bonnie shot to the 
green, right on the lip of the cup. 


“There’s a rrricht club for everrry shot,” harrumphs Sandy. 
And he’s right. That doesn’t go just for golf either. 


Many Franklin representatives in towns dotted all over the 
map are as happy as Sandy after his sand-blaster shot. They 
have direct-with-the-Home Office general agency contracts, 
which make them independent and prosperous business men. 
And they have a full line of life PLUS the best in Accident 
and Health Plans—which means the “rrricht” club for every 


If you yearn for independence and a full kit of insurance tools 
to acquire it, ask about a Franklin Direct-with-the-Home Office 
general agency contract. It will keep you on the financial 


Spoons are for fair- 
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sons and the social utility of insurance 
can be impaired in making cash surren- 
der values too easily obtainable. 

The council states that industrial 
agents are paid in a “bewildering variety 
of ways, usually regulated by written 
contracts which to the layman are 
highly involved.” The basic way of pay- 
ing every agent is the commission on 
his debit. An average weekly debit 
would range from about $150 to $200 
or more with a commission being usually 
a stated percentage of the debit. That 
commission is more like a weekly sal- 
ary. Another method is that of issue 
commission under which every new pol- 
icv automatically pays the commission. 
The most usual arrangement, however, 
is to have the new policies balanced 
against terminations to give the “net 
weekly increases.” Payment is made 
either by the “times increase” or the 
percentage plan. If an agent has a net 
increase of 20 cents he will be paid from 
about 15 to 45 times that amount or 
from about 25 percent to 40 percent of 
the first year’s premium. 





Conservation Bonus 





Some of the companies recently added 
a “conservation bonus” to give the agent 
financial incentive to conserve the policy. 
The bonus may vary from about $1 to 
$6 weekly or it may be expressed in 
terms of times increase. Sometimes an 
agent is given a straight weekly salary 
and in rural districts a few agents get 
travel allowances. New agents often get 
temporary advances and some com- 
panies have systems of monthly, semi- 
annual or annual bonuses. Moreover 
many of the companies sell ordinary so 
that the agent can work outside the in- 
dustrial field. 

The agent’s commission account is 
considerably influenced by the way in 
which terminations are charged against 
him. What typically happens is that a 
policy is lapsed or surrendered after the 
agent has been paid his commission on 
it. The amount of this commission is 
then deducted from a future payment 
made to him. In addition if there is a 
conservation bonus the loss of this pol- 
icy may produce a lower bonus. Some 
companies deduct the premiums for all 
terminated policies in figuring the net 
increase, Others charge lapses and sur- 
renders against the agent but not poli- 
cies closed by death, maturity or 
expiration of the premium paying period. 
Others charge the agent only if the 
policy is less than one year or five years 
old and other companies have combina- 
tions of these plans. 

There was a bill in the 1941 legislature 
to prohibit the companies charging any 
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terminations sada the agent if the 
policy had been in force for three years 
or more except that the agent could 
have been charged with any termina- 
tion by another person in the same home 
if it occurred within three months of a 
new policy being written. 

Reference was made to the Massa- 
chusetts statute of 1938, prohibiting the 
charging against agents of policies laps- 
ing after three years. Then there was 
a court decision holding that this statute 
prohibited a conservation bonus arrange- 
ment because that would result in re- 
ducing the agent’s commission or salary 
below the sum which the agent would 
be entitled to receive if there had been 
no surrenders or lapses. 

Company officials say that without 
some responsibility for lapses the agent 
will have no concern for the quality of 
business he writes and no inducement to 
service the policies. If a law similar 
to that in Massachusetts is passed the 
company officials say it should include 
the provision that a charge could be 
made if another policy is written in the 
same home or on the same life within 
13 weeks and the statute should also 
permit the payment of a conservation 
bonus in its present form. 


Attitude of Agents 


The agents contend that the com- 
panies scrutinize their agents’ termina- 
tions so carefully that no agent could 
for long connive at having policies 
lapsed without being discovered. 

The council points out that agents in 
several companies in Maryland have 
organized unions, one of which is affili- 
ated with the C.I.O. and the other with 
A.F.L. Representatives of these groups 
have made certain representations. They 
object to having the agent charged with 
a surrender which gives the policyholder 
some value in return. Once the policy- 
holder contemplates the possibility of 
getting a cash value, they assert, their 
chance of conserving the business is 
slight. Where an industrial policy is 
used as a savings account it is prac- 
tically impossible to conserve the busi- 
ness, they assert. Moreover they say 
that in conserving policies they cannot 
be so emphatic as to give the policy- 
holder the impression that the company 
is objecting to the surrender. 


Contention of the Agents 


The agents moreover point to certain 
sets of circumstances under which they 
can suffer greater loss for a lapsed pol- 
icy than the profits they have collected 
for its sale and servicing. In one of the 
companies which pays the conservation 
bonus an agent who writes a net increase 
of 50 cents in his weekly debit and is 
paid on the basis of 35 percent net in- 
crease would receive $9.10 (35% times 


THE 


The Institution of Life Insurance can be proud of 
the fact that the service it provides is truly repre- 
sentative of the democratic way of living. 


In it free men associate themselves voluntarily for 


the purpose of obtaining economic security. 


Through 


it the ties, ideals and traditions of family life are 
strengthened and protected. 


INSURANCE IN FORCE, 60414 MILLION DOLLARS 


(Including Deferred Annuities) 


ASSETS, 190 MILLION DOLLARS 


Commissioner itaheow: of 
N. D. Accused in Suits 


BISMARCK, N. D.—Commissioner 
Erickson of North Dakota is defendant 
in two suits filed in state court here by 
A. J. Klaudt, special examining com- 
missioner for Governor Moses. The 
state is the plantiff. Erickson is ac- 
cused of numerous violations of state 
laws and it is alleged he “converted 
money for use of himself or his 
agents,” in amounts exceeding $100,000. 

It is charged in the second suit that 
he and the Western Fire of Fort Scott, 
Kan., “converted to their own use” 
$30,000 paid out as premiums on an 
insurance policy. Another charge is 
that the commissioner violated the 
“jackpot” law by collecting examination 
fees from insurance companies and fail- 
ing to turn them over to the state 
treasurer. 


Ruling Against Iowa Tax Stands 


DES MOINES—The Iowa supreme 
court has refused to reconsider its de- 
cision that life insurance dividends used 
to purchase additional insurance can’t be 
subjected to the state 2%4 percent pre- 
mium tax. The court denied the state’s 
petition for a rehearing. 

The suit was originally started by 
Prudential as a test case, seeking to 
prevent the state from collecting the tax. 
The company paid $25,144 in 1939 and 
1940 under protest and at least a dozen 
other life companies also paid the tax 
under protest and some $60,000 will now 
be refunded by the state to the com- 
panies. 








$26); and if he collects the premium for 
26 weeks for a collection commission 
of 12 percent he gets an additional $1.56 
(12% times $13). If it then is lapsed, 
he ios is charged with half his original 
net increase commission of $9.10 (i.e., 
$4.55) representing the unpaid first vear 
premiums. In addition the loss of this 
business may affect his conservation 
ratio. Since the conservation bonus is 
computed quarterly, the loss of only $1 
weekly would total $13. In sum, then, 
he would have earned $10.66 from writ- 
ing the policy and might have lost $17.55 
from its lapse. 

Thus, according to the council, the is- 
sue in Maryland has been whether to 
limit to say three years the time during 
which lapses may be charged against the 
agent’s commission account and if this 
limitation is adopted, whether to provide 
with it exceptions when new policies are 
written in the same home and for the 
payment of a conservation bonus. 
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the Walrus said, 
“To talk of many things: 


“The time has come,” 


Of shoes—and ships—and sealing wax— 
Of cabbages—and kings—" 
— "Through the Looking Glass.” 


Few: people quote the next two lines of 
Lewis Carroll. They read: 


“And why the sea is boiling hot 
And whether pigs have wings.” 


The sca “is boiling hot" because the 
United States launched 21 new ships on 
Maritime Day and is building two a day; to 
fight for freedom of the seas and the liberty 
of all mankind. 


And “‘pigs have wings” because their 
price is soaring sky-high—they were selling 
at $14.20 on the Chicago market the middle 
of June. 


Being an Englishman, Lewis Carroll 
might not have known it; but Iowa leads the 
nation in the number and value of hogs on 
the farms; around 10,000,000, worth around 
$115,000,000. And Iowa, as everybody 
knows, is the Home Office of the largest life 
insurance company west of the Mississippi 
river, established in 1879. As the price of 
Iowa hogs and other farm products goes up, 
the apps roll into the Bankers Life Company 
in large numbers. 


Iowa's farm income in 1940 was $728 - 
506,000 (much larger this year). More 
Bankers Life insurance policies are owned 
in Iowa than in any other state. There is a 
real and a close connection between these 
two facts. 


R. L. Bailey, Agency Manager of the 
Mason City (lowa) agency of the Bankers 
Life, sent in this report to the Home Office: 


“Last week's record shows that Jack 
Sharp spent 53 hours in field work, 2 hours 
in office and 9 hours in study. He made 38 
calls, held 16 interviews, wrote © applica- 
tions personally, helped 2 men close 6 more 
apps—total 12 applications for $16,000. 
Five apps were accompanied with cash an- 
nual settlements. All this business was 
written on farmers.” 


F. W. Darling, Cedar Rapids (Iowa) 
Agency Manager of the Bankers Life wrote: 


“Hank Deppey, super-salesman, brings 
the big guns into action. Two $10,000 
cases; cash premiums $768; on farmers.” 


O. K., Lewis Carroll. Come back to life, 
and out to lowa. You'll get a real inspira- 


tion: the best farmers, getting the best 
prices, buying the best Life Insurance; 


Double Duty Dollars protecting loved ones. 


BANKERS Li e COMPANY 
DES./MOINES 
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Latest Policy Changes 


The National Underwriter is the only weekly insurance newspaper 
providing its readers with important last minute policy and dividend 
changes. Compiled by John H. Rader, National Underwriter statistician, 
these weekly reports supplement the data contained in the Little Gem, 
published in March at $2.50 a copy, and the Unique Manual-Digest, 


published in May at $5 a copy. 





New England Mutual Has 
New Retirement Forms 


New England Mutual has issued new 
retirement income forms with $1,500 of 
insurance for males and $1,700 for fe- 
males per $10 monthly income unit. 

Maturity values of the forms for 
males are: At age 55, $1,893; age 60, 
$1,701; age 65, $1,523; females, at age 
55, $2,089; age 60, $1,893; age 65, 
$1,701, 

Illustrative premium rates at quin- 
quennial ages on the male form at age 
65 are: 20, $32.40; 25, $37.10; 30, 
$43.40; 35, $52.10; 40, $64.30; 45, $82.90; 
50, $113.50; 55, $172.70. The rate for 
male retirement income at 60 for age 
35 is $65.0; at age 55, $88.90; the rate 
for female retirement income at 60 for 
age 35 is $73:20. Illustrative dividends 
on the male retirement income at age 
65 are: 

End Year 

5 9 





Age 1 Age 1 2 
20..$5.43 $5.94 $9.15 40..$7.44 $7.95 $13.30 
25.. 5.65 6.33 9.64 45.. 8.07 8.62 14.53 
30.. 6.16 6.7919.48 50.. 8.29 9.34 

35 6.67 7.3311.80 55.. 9.18 11.20 





Home Life Correction 


Page 203 of the Little Gem Life 
Chart shows the Home Life preferred 
whole life plan average net cost at 
age 30 as $13.36 over a 20 year period. 
This figure should be $3.36. The error 
traces back to the amount of $607.20 
which is stated to represent the sum 
of 20 premiums. Actually that sum 
should have been $407.20. Corrections 
follow from that point in the 20 year 
net total payment to $343.16 and the 
20 year average net payment to $17.16. 
The correct 20 year cost is $67.17 and 
the final figure is that stated above. 


Berkshire‘s New War Clause 


3erkshire Life has adopted a new war 
clause applicable to all new issue at age 
11 or over. It gives full protection for 
all deaths within the continental United 
States, Alaska and Canada while en- 
rolled in military or naval forces, except 
it excludes the military aviation hazard. 
Death from any cause while outside the 
territory described is excluded within 
two years after issue in the regular form, 
but the form used in New York ex- 
cludes such deaths only if thev are a 
result of service in the armed forces. 





Institute Starts 
“Keep Well” Drive 
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business can render a service of prime 
importance to the nation in time of 
crisis, while the individual agent will 
have the satisfaction of participating in 
an activity of direct aid to the war 
effort which will earn the good-will of 
his fellow citizens and enhance his 
prestige in the community. 

The institute’s advertising in news- 
papers from coast to coast, with a 
combined circulation of 22,000,000 will 
be devoted to announcing the crusade. 
Posters will be put up throughout the 
country carrying a humanized presenta- 
tion of the five-point health plan and 
mailing enclosures have been prepared 
to carry the same message into every 
policyholder’s home. 

The first advertisement will appear 
June 29, the second July 6 and after 
that they will appear every other week. 


Central Life, Ia. Revises 
Rates on Some Forms 


_ Central Life of Iowa has revised con- 
siderations on annuities and premium 
rates and values on retirement income 
contracts. It also has brought out a 
double protection to age 65 contract and 
has revised the settlement options in its 


policies. The new rates are: 
DBL Ret. Inc., 
Prot. Ret. Inc., Male Female 
to65 at55 at60 at6d5 até60 at 65 
20 $28.22 $40.32 $31.56 $25.75 $34.01 $27.44 
21 28.81 41.94 32.65 26.52 35.21 28.28 
22 29.42 43.66 33.80 27.34 36.49 29.19 
23 30.06 45.49 35.02 28.19 37.84 30.11 
24 30.73 47.47 36.32 29.09 39.28 31.11 
25 31.42 49.59 37.71 30.06 40.83 32.17 
26 32.15 51.85 39.19 31.07 42.46 33.28 
27 32.93 54.30 40.77 32.15 44.21 34.47 
28 33.73 56.93 42.44 33.29 46.07 35.73 
29 34.60 59.79 44.24 34.50 48.07 37.07 
30 35.49 62.88 46.18 35.79 50.20 38.49 
31 36.44 66.24 48.25 37.17 52.51 40.00 
32 37.45 69.91 50.48 38.63 54.98 41.61 
3 38.50 73.94 52.88 40.21 57.65 43.34 
34 39.62 78.35 55.49 41.88 60.53 45.19 
35 40.81 83.23 58.32 43.68 63.67 47.18 
36 42.07 88.62 61.40 45.62 67.09 49.30 
37 43.40 94.64 64.75 47.70 70.80 51.60 
38 44.80 101.38 68.42 49.95 74.87 54.07 
39 46.29 108.98 72.45 52.37 79.33 56.75 
40 47.86 117.59 76.89 54.99 84.26 59.65 
41 49.52 ..+- SES) 57.87 89.73 69.91 
42 51.29 . 87.29 60.98 95.81 66.24 
43 53.17 - 93.43 64.38 102.62 70.00 
44 55.16 - 100.34 68.12 110.29 74.14 
45 57.27 . 108.16 72.24118.98 78.69 
46 59.50 *  #eicle ROR 83.73 
47 61.87 81.90 89.34 
48 64.39 87.58 95.63 
49 67.05 93.96 102.69 
50 69.88 101.17 . 110.68 
51 72.89 ots aq 
52 76.07 
53 79.45 
54 83.05 
5D 86.86 
Immediate Life Annuity Rates (Male) 
Participating 
Price of $100 Annual Ineome 
Without With Without With 
Age Ref. Inst. Ref. Age Ref. Inst. Ref. 
95 3.2 "7 ” 


60..1,577.32 1,979.22 
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Unique Manual 
Is Now Ready 





(CONTINUED FROM PAGE 3) 

tify any policy of any company. For 
each participating company, the Unique 
Manual has a very broad treatment of 
dividends and cost illustrations with de- 
tailed summaries. Far more cash, loan, 
paid up and extended value information 
is provided in it than any other publi- 
cation—in fact the Unique Manual con- 
tains nearly 10 times as much surrender 
value data as the smaller reference books 
show. 


Programming Section 


The special Programming Section, 
consisting of over 120 pages—an ex- 
tremely important part of the Unique 
Manual—provides the exact incomes 
payable under practically all life insur- 
ance in force today. All contracts is- 
sued since 1910 are covered. Here also 
are all the commonly needed reserve 
tables and many special tables helpful 
in selling the income idea. Social secu- 
rity in addition is fully treated in this 
section along with certain other data 
useful in programming work. 

Other special sections are devoted to 
juvenile insurance, single premium con- 
tracts, immediate annuities and to indus- 
trial insurance. Thus in the Unique 
Manual’s 1,600 pages the user has really 


all the useful facts and figures of life 
insurance—all about companies, all about 
all kinds of contracts, in fact everything 
one can need, on a case—in a single 
“all-inclusive” volume. Considering its 
tremendously broad scope, the Unique 
Manual sells at what is really a bargain 
price of only $5 a copy singly. 
Shipments are now being made in 
sequence as ordered. Copies may be or- 
dered by addressing The National Un- 
derwriter Company, Statistical Division, 
420 East Fourth street, Cincinnati, O. 


Sanford Suceeds Mangold 


LANSING, MICH.—L. H. Sanford. 
former second deputy commissioner of 
the Michigan department, has been re- 
tained on a temporary basis as acting 
chief examiner. He will direct the ex- 
amining of Canadian companies this 
summer. Mr. Sanford, who has been with 
Dearborn National Fire and, more re- 
cently with Michigan Medical Service, 
since leaving the department, is taking 
the place of L. R. Mangold, who is on 
leave of absence from the department 
and now is with the Conductors Protec- 
tive Association, Detroit. 








Four Half Millionaires 


Five members of the W. J. Mack 
agency of Northwestern Mutual in Cin- 


cinnati, M. J. Koch, Leo Lucas, R. A. 
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Group Are Revised 
MINNEAPOLIS—Although the cus- 


tomary dinner of the women’s quarter 
million dollar round table will not be 
held at the Chicago annual convention 
of the National Association of Life Un- 
derwriters the week of Aug. 17, dues of 
$7.50 will be collected and names quali- 
fied as usual, according to Martha 
Washburn Allin, chairman of the round 
table. A refund will be made beeause 
of cancellation of the dinner. 
Chairman Allin announces that Anne 
Miller of Country Life at Joliet, Ill. 
has qualified for the third time as a 
member of the round table and is hence 
entitled to life membership. Kathleen 
Runnells of New York Life at Nor- 
folk has qualified as a qualifying mem- 
ber. Arley Kassady, Equitable Society, 
has qualified as a life renewing member 
and these three have qualified as life 
and qualifying members: Lillian Joseph, 
Home Life, New York; Muriel F. 
Briggs, Southland Life, Dallas; Helen 
Zepp, Equitable Society, Chicago, 








Lauer, R. W. Mack and A. E. Gillman, 
all paid for over $500,000 in the agents 
club year ending May 31. 














One of the most important selling advantages of 
juvenile insurance, too often overlooked by many 
agents, lies in the excellent leads it frequently opens 
up for the sale of adult insurance — not only life but 
accident and health as well. Many a Union Mutual 
representative has proven that there is no quicker 
avenue to friendly insurance relations with a pro- 
spective client than through his children. 


A pioneer in this field, the Union Mutual juvenile 
contracts contain the plus values that get attention 
and results. In addition, the Union Mutual's Juvenile 
Direct Mail Plan is proving to be one answer to 
effective prospecting for many of its fieldmen in 
these unusual times. It is built around an ingenious 
Height and Weight Record Chart which finds a 
ready acceptance among parents everywhere. Rarely 
does this plan fail to put the fieldman into the home 





on a sound and friendly footing. 
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State Mutual Has Retirement Plan 


(CONTINUED FROM PAGE 1) 





plan. The extra commission paid during 
the active career of the agent is in the 
nature of a service fee, and depends in 
amount upon the agent’s persistency 
rate. Moreover, it has been made pos- 
sible to give to good agents an extremely 
liberal plan of preparing for old age by 
basing this part of the plan entirely upon 
renewal business, which again reflects 
very strongly good or bad persistency. 


Cites Two Accomplishments 


“By basing all additional compensa- 
tion upon amounts of insurance, we have 
accomplished two things: We are pay- 
ing the agent the same extra amount for 
servicing life and term business as for 
endowment business and by the use of 
automatic machinery, we are avoiding 
large overhead costs which would eat 
into the general agent’s earnings as well 
as increase the cost of insurance to pol- 
icyholders.” 

Under the new compensation §ar- 
rangement, which is described in a book- 
let entitled “Your Future With the State 
Mutual,” there are four separate sources 
of income. 


Three Renewals Vested 


The commission schedule in the pres- 
ent contract, except for modifications 
which increase commission income from 
term and family. maintenance policies, 
has been kept essentially intact. The 
new plan is for a permanent organiza- 
tion, which will not be affected by the 
vesting of three renewals. Nine renew- 
als will continue to permanent agents, 
who meet the moderate production re- 
quirements for continuation under the 
plan. The only penalty is a reduction of 
two renewals for policies under $1,500. 
State Mutual’s average paid for case is 
$4,164 for the first five months of this 
year. 

A service commission, earned by the 
agent for policyholder service beyond 
the standard renewal period, will be al- 
lowed on all business written and paid 
for under the new contract, after the 
standard renewal income has_ stopped. 
These commissions, called active persist- 
ency credits, last until the agent retires 
under the plan, and are fixed each year 
at a rate determined by the persistency 
which has characterized business written 
under the contract and in force in the 
standard renewal period. Business in 
force beyond the standard renewal 
period is then, multiplied by this rate to 
get the monthly income for each eligible 
calendar year before retirement. 
Annuity Provisions 

During this active sales period the 
agent contributes at the rate of 15 cents 
per thousand dollars of business in the 
standard renewal period. The amount to 
be contributed each vear is determined 
by an accounting of the renewal business 
made during the preceding year. State 
Mutual will match such contributions, 
and the total contribution will be used 
each year to purchase a monthly life in- 
come which begins at age 65. The agent 
may also choose one of two joint annu- 
itv options instead-of income only to 
himself. 

Supplementing this annuity income at 
retirement, the company will allow a de- 
ferred persistency credit, based on busi- 
ness remaining in force beyond the 
standard renewal period. This deferred 
monthly credit begins when the active 
service commissions cease, and is paid 
during the agent’s lifetime. 


May Produce After Retirement 


State Mutual points out that a con- 
sistent average producer, with persist- 
ency equal to the company’s high aver- 
age, will add substantially to his income 
during his active years, and that his pro- 
duction now will take care of him during 
his retirement. Full renewals are vested 
on retirement, which will increase retire- 
ment income substantially. The agent 
may, if he wishes, produce business after 
retirement and receive full commissions. 

Agents who are now operating under 
old contracts are given a choice between 


the old and the new, but their decisions 
will be irrevocable. All agents inducted 
in the future will take the new contract. 

General agents will also participate in 
the plan. Their personal production 
credits and contributions will be on the 
same terms as apply to sub-agents. Con- 
tributions on business produced by the 
agency are in the proportion of one to 
five as compared with the sub-agents’ 
contributions. It is pointed out that 
these contributions, which the company 
also matches, will give the general agent 
an income at age 65 commensurate with 
the volume and persistency of his per- 
sonal business and his agency business 
as well. 


John M. Laird Succumbs 
to Heart Attack 


(CONTINUED FROM PAGE 1) 


tinuously until the time of his death in 
the Edgewater Beach Hotel and Mrs. 
Laird had been constantly with him. 
Likewise his son, Morton, who is asso- 
ciated with the actuarial department of 
the National Life of Vermont, was at 
hand the last few days. Medical Direc- 
tor A. J. Robinson attended the meeting 
of the Medical Section of the American 
Life Convention at Colorado Springs 
and on his way home stopped off in 
Chicago to talk with Mr. Laird, result- 
ing in a specialist from the Northwest- 
ern University Medical School faculty 
being called in. Mr. Laird is survived 
also by a daughter, Constance Laird, 
who took the University of Chicago 
course on social service work. She is 
now engaged in that line in the east. 


Took Interest in Games 


Mr. Laird kept in good physical trim, 
played squash racquets and tennis con- 
sistently. As he neared middle life he 
had a checkup on his heart every once 
in a while to see whether the exercise 
should be abandoned. Nothing showed 
up in the examinations that was un- 
favorable. He was particularly civic- 
minded and took a great interest in 
Hartford projects and movements of a 
community nature. He was also a de- 
vout church man and was prominent in 
the councils of his denomination. 

Mr. Laird might be called a continu- 
ous student of life insurance and all its 
ramifications. He was interested in the 
institution from a general, comprehen- 
sive standpoint. He would take up a 


subject and not confine himself to some 
special part but would endeavor to em- 
brace it as a whole. He looked at it 
from every possible angle. His mind 
ran in this larger way rather than dwell- 
ing intensively on a special area. He 
was not satisfied until he was able to 
reach the fundamental principles under- 
lying the subject which he was studying. 
If there were legal, medical, actuarial, 
agency, investment, underwriting ques- 
tions involved, he explored the subject 
from that standpoint. Having a back- 
ground of actuarial knowledge he used 
that as a place on which to stand and 
from which to study and radiated into 
the different divisions or departments of 
a company. Thus he rose far above ac- 
tuarial technique but employed it when- 
ever it would be a leverage in every 
study that he made. Mr. Laird was ag- 
gressive in his personality. He did not 
stand back but had a strong personality 
and determined will. 


Slow to Give Opinions 


Mr. Laird was distinguished and 
greatly respected among the actuaries 
because of his mental traits. He had a 
brilliant mind and his reasoning almost 
without exception was very sound. He 
was not given to snap opinions on sub- 
jects, but remained silent until he had 
thoroughly digested the matter. How- 
ever he was very definite in his views, 
once he had adopted them. 

Mr. Laird was quiet of mien, re- 
strained of manner and much given to 
reflection. However, he was definitely 
an agency-minded home office man. He 
knew as much about the agency prob- 
lems as any other actuary and was as 
alive to the responsibility of the execu- 
tives toward the salesmen. 

He rarely missed attending the com- 
pany’s annual and regional agents con- 
ventions and there was scarcely a Con- 
necticut General agent who did not 
call him friend. He was not pedantic, 
and it was said that when he attended 
these meetings there was nothing in his 
manner or speech that typed him as 
an actuary. He liked to associate with 
the agents and he talked their language. 


Had the Capacity to Rise 


His mathematical ability (he passed 
highest in the United Kingdom one of 
the examinations for associateship in the 
Institute of Actuaries of Great Britain) 
combined with his practical knowledge 
of the life insurance business and execu- 
tive ability account for his rise in his 
calling. During the last few years as 
executive in charge of the home office 
his genuine understanding of human na- 
ture, his kindliness and his ready acces- 















sibility at all times to any who wanted 
to see him endeared him to all. 

His ability to mingle both in intel. 
lectual as well as social gatherings made 
him a logical person to be chosen to 
serve national and local organizations in 
executive capacity. His was a well bal- 
anced life for he served for some years 
as church treasurer and on the town’s 
board of education. 

One of the most recent achievements 
of Mr. Laird was quoting from a lettei 
from Chairman Eccles of the Federal 
Reserve Bank system board of gover- 
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nors that he had sent to Senator Dana- 
her of Connecticut. In the letter Chair- 
man Eccles stated that he believed that 
“next to the purchase of government 
savings and war bonds and stamps by 
the public, investment in life insurance 
is particularly to be encouraged at this 
time. Mr. Laird quoted the letter in 
his presidential address at the annual 
meeting of the Actuarial Society of 
America in May. 

Mr. Laird served on the board of a 
number of local organizations at Hart- 
ford. At the time of his death he was 
vice-president of the Connecticut cham- 
ber of commerce, a trustee of Loomis 
school of Windsor, Conn., and the 
State Savings Bank of Hartford. He 
was a trustee and chairman of the ex- 
ecutive committee of the Hartford Col- 
lege of Insurance. He was a former 
member of West Hartford board of edu- 
cation. 

Mr. Laird resided at 32 Fernwood 
Roard, West Hartford. He served the 
Hartford University Club as vice-presi- 
dent. He was a former president of the 
Travelers Aid Society. For a number of 
years he was treasurer of _Emannue! 
Congregational Church. The funeral was 
held Tuesday afternoon with Rev. F. D. 
Parker, pastor of that church, officiating. 
Three of the pallbearers were officials of 
life companies, H. F. Larkin, vice-presi- 
dent Connecticut Mutual; Dr. A. J. Rob- 
inson, medical director Connecticut 
General, and F. B. Wilde, president Con- 
necticut General. 

Mr. Laird was a skillful writer, vet 
was equally at ease on the speaker’s plat- 
form. Actuaries marveled at his ability 
to stand beside the rostrum and without 
even referring to notes give a concise, 
well articulated address that could have 
been printed verbatim in the actuarial 
proceedings. All his talks and papers 
that he wrote seemed steeped in common 
sense and reasonableness and he deliv- 
ered them in a manner which, never ora- 
torical, was always keenly alive and in- 
teresting. 


NEW YORK 


INSURANCE DEPARTMENT OUTING 

Employes of the New York City 
office of the insurance department held 
their annual picnic at Bear Mountain 
on the Hudson Tuesday, making 
the journey by chartered steamer. About 
200 employes of the local office, as well 
as several] from Albany attended. 











N. Y. SALES DOWN 

Total sales of ordinary life insurance 
in the New York City area for May 
amounted to $34,051,000 as against $47,- 
576,000 for May, 1941, according to the 
Life Insurance Sales Research Bureau's 
estimate released through the New 
York City Life Underwriters Associa- 
tion. 





WAR CLAUSE NOTATION 

Apparently some companies doing 
business in New York have overlooked 
the requirements of the law passed at 
this year's legislative session to the 
effect that beginning July 1 all policies 
containing a war clause must be printed 
or stamped in red across the face with 
a notation to that effect in type at least 
12 points high. Some companies are 
holding off adoption of the type of war 
clause legalized by the legislature this 
year to await the outcome of the com- 
missioners’ efforts toward war clause 
uniformity. However, even though the 
old war clause is used after July 1 the 
policy must nevertheless be stamped or 
printed to show that it is restricted as 
to war coverage. 

The wording specified in the statute 
is as follows: “Read your policy care- 
fully. Certain war risks are not as- 
sumed. In case of any doubt write 
your company for further explanation.” 
If travel restrictions are also included 
that must be mentioned in the red let- 
tering. 


COAST 


New Rule on Conservatorship 
SAN FRANCISCO—Where a com- 


pany is in conservatorship, it is not 
necessary for it to conform to all regu- 
lations and rules governing companies 
being conducted by their owners and 
managers, according to an opinion by 
the California attorney-general’s office 
in reply to a request from Commis- 
sioner Caminetti. 

The opinion makes special reference 
to such matters as filing of annual 
statement forms, reports, policy forms, 
etc. as well as payment of statutory 
fees, and points out that there appears 
to be no reason why a certificate of 
authority should be issued to the insur- 
ance commissioner as conservator, al- 
though assuming that policy forms, 
riders, endorsements, etc., would con- 
form to the law. Apparently issuance 
of the opinion will completely reverse 
the procedure now followed by the de- 
partment in conservatorship matters, 
since it has been the practice of Com- 
missioner Caminetti to maintain the 
identity of all companies under his con- 
trol as conservator and to treat them 
exactly as if they were “going con- 
cerns,’ seeing to it that they comply 
with the law in filing statements, pol- 
icv forms and the payment of all statu- 
tory fees. 





Settle Four Chapter 9 Cases 


LOS ANGELES—Superior Judge 
Schmidt has approved payment under a 
compromise agreement by Commissioner 
Caminetti, as conservator of the 12 Chap- 
ter 9 companies he took over in 1940, of 
$21,219 to C. W. Harrison, controlling 
executive of four of the companies, and 
thereby has ended the litigation insofar 
as they are concerned. Those companies 
are: National Guaranty Life, State Mu- 
tual Life and Great States Life, all of 


Los Angeles, and Alliance Mutual Life 
of Santa Ana. 
This now gives Judge Caminetti as 


conservator final and absolute control 
Over six of the seized companies, and 
brings nearer the time when he may 
undertake his announced plan of com- 
bining them all into a single legal reserve 
company. 








Promote Tax Credit Idea 

The Tulsa Life Underwriters Asso- 
ciation has got out reprints of an edi- 
torial in the Tulsa “Tribune” favoring 
the proposal to permit a limited income 
tax credit for payment of life insurance 
premiums and also favoring the pres- 
ent specific estate tax exemptions of 
$40,000 for property and $40,000 for life 
insurance, The Tulsa Life Underwrit- 
ers Association is urging people to 
write to Congressman Disney of Okla- 
homa in behalf of this position, since 
he is a member of the House ways and 
means committee. 

“Most Americans are life insurance 
investors,” the Tulsa “Tribune” con- 
cludes. ‘These exemptions are some- 
thing worth fighting for. They repre- 
sent the most typically American form 
of savings.” 


Find “Forgotten” Insurance 


DES MOINES—The Iowa - state 
board of social welfare has found more 
than $15,000 in insurance values for per- 
sons applying for relief, old age assis- 
tance and blind aid the past year. Most 
of the insurance had been forgotten 
or believed expired. 

The insurance holdings of all appli- 
cants are investigated. One widow for- 
got about a policy which turned out to 
be worth $5,066. Her family believed 
the policy worthless because of non-pay- 
ment of premiums. It was found to 
carry extended insurance to 1943. 

In another case, a $300 policy reported 
to have been burned yielded $69.57 cash 
and insurance of $324 until 1945. 


Security Life & Trust 
Honors Leading Producers 


WINSTON-SALEM, N. C. — The 
three leading producers of Security 
Life & Trust were honored at a ban- 
quet here. Charles N. Siewers, Wins- 
ton-Salem, for the fourth consecutive 
year was awarded the president’s cup 
of the Security Club. At the same time, 


it was announced that Mr. Siewers has. 


been made manager of the Winston- 
Salem agency, succeeding Robert W. 
Gorrell, who has entered the army. 

Ira W. Day, Raleigh, won the first 
and Mark F. 


vice-president’s cup, 

Foster, the second _ vice-president’s 
trophy. 

The Security Club convention has 


been cancelled and the money used to 
buy war bonds, to be distributed to 
club members on the basis of business 
written. 

Mr. Siewers has been with the com- 
pany since 1938, and has paid for $1,- 
235,575 in the four years he served as 
club president, an average of $308,900 a 
year. 


McFarland Cincinnati Head 


James C. McFarland, general agent 
Ohio State Life, was elected president 
of the Cincinnati C.L.U. at the annual 


meeting which was held at Mt. Airy 
Forest Lodge. Edwin F. Pierle is vice- 
president; B. O. Stoner, secretary, and 
S. Taylor and George Vinsonhaler 
directors 
Burt Wulfkoetter, Massachusetts Mu- 


tual, was put forward as a candidate 
for trustee of the American Society 
CL. 


Miss Jerome Wharton Prouty, daugh- 
ter of Phinehas Prouty, Jr., Los An- 
geles general agent of Connecticut Mu- 
tual Life, was married in Los Angeles 
to Bruce Loomis, son of President 
James Lee Loomis of that company. 
President Loomis acted as his son’s 
groomsmian, 





W. C. Safford, public relations vice- 
president of Western & Southern Life, 
is now back on the job after several 
weeks in the hospital and at home, 
caused by two separate and distinct ill- 
nesses. He had just fully recovered 
from an operation when he was sud- 
denly taken back to the hospital with 
a severe foot infection which was for- 
tunately caught in time and was 
cleaned up quickly. 


“Why Disability Insurance is a Good 
Investment for You” cost only $2 per 
100. Order from The National Under- 
writer. 
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The State Life Insurance Company of Indianapolis, Indiana . 
Is a Mutual Legal Reserve Company Founded 1894 . .. . 
Has Paid $135,000,000 to Policyholders and Beneficiaries . . 
Holds Assets of over $55,000,000 for their benefit . . . . . 
Issues Policies from Ages One Day to Sixty-Five Years . . . 
Issues Policies on Male and Female Lives at the Same Rates . 
Issues Policies with Double Indemnity and Disability Benefits . 
Issues Juvenile, Educational Fund, and Family Income Policies. 
Issues Salary Continuance and Retirement Income Policies . . 
Issues Many Other Standard and Up-to-date Policy Forms . . 


Offers Agency Opportunities and Training for Those Qualified. 
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COMMENT 





Problem of Decreased Production 


May life insurance production fig- 
ures, particularly ordinary, with its 


23.5 percent drop, are such as to make 
the agency end of the business wonder 
what is happening. Evidently produc- 
tion is still suffering from the 
clause boom’s reaction, for ordinary is 
still ahead for the year to date, though 


war 


industrial, with a smaller decline for 
the month, is off for the year. 

Also, while automobiles are out of 
the market as competitors there has 


been heavy buying of the type of mer- 
chandise sold in department stores as 
the public tried to get ahead of short- 
ages or possible rationing. Much of this 


buying was done through charge ac- 
counts so its effect hasn't entirely 
passed even though sales may have 


come down some. 

The staggering size of the March in- 
come tax payments must also be taken 
into account. Taxpayers were some- 
what taken by surprise in March but 
may have been more forehanded in pre- 
paring for the second quarter payment 


The Institute's “Keep 


THE Institute of Life Insurance’s 
“keep well” campaign, around which its 
new advertising program has been built, 
seems to be a “natural,” judging from 
the responses of those who have had 
an advance look at the material. Be- 
cause of the great number of doctors 
and nurses called to serve with the 
armed forces there is no doubt that the 
civilian population is going to be faced 
with a shortage of medical and nursing 
service. 
health authorities have real- 
ized that there is a great need to remind 
the 
physical 


Public 


people to keep themselves in top 
condition, not only on_ their 
own account but for the sake of the war 
effort. While it is true that life 
panies have an indirect interest in pro- 
moting longevity there need be no fear 
that taint of commercialism will 
hamper the “keep well” campaign. This 
can hardly be said of any other type of 
might such a 


com- 


any 


business which sponsor 
campaign. 


Plans are being made by the National 


in June, another reason for a shortage 
of money with which to buy life insur- 
ance. 

There is no doubt that good reasons 
for the slump in life insurance produc- 
tion can be found. Not the least is that 
many men might be customers 
are in the army or navy. For the same 
cause—and the lure of war industry 
jobs—part of the production drop can 
be traced to the reduction in number of 
agents. 

As a problem of the business the 
marginal agent’s plight is much less 
tragic than during the depression for 
today jobs are plentiful. For those who 
remain agents much adapting of sales 
and prospecting methods to new condi- 
tions must be done. There must be 
a carefully drawn distinction between 
accepting the today’s unusual condi- 
tions as excuses for a production slump 
and using them as basis for adapting 
sales strategy to the new climate in 
which the business finds itself operat- 
ing. 


Well” Drive 


who 


Association of Life Underwriters for 
participation in the campaign through 
the work of local committees to be 


appointed by President John A. Wither- 
The very lack of commercial 
angle to the “keep campaign 
means that agents must take a long look 
ahead to see where any sales advan- 
tage is involved and rather to view the 
campaign as part of the life insurance 


spoon. 
well” 


business’ contribution to the war 
effort. It is something that the institu- 


insurance is 
in which field 


tion of life 
fitted to do and the way 
forces everywhere have taken on the job 
of selling war bonds augurs well for the 
participation of agents in the “keep 
well” campaign. 

Undoubtedly the campaign will even- 
tually prove the means of selling more 
life insurance and keeping more life 
insurance in force through the improved 
public relations that will result. But the 
campaign must be judged on a broader 
than immediate effect 
in promoting sales. 


particularly 


basis merely its 


Mr. Maduro’s Criticism 


Tue blunt criticism made by Denis B. 
Maduro, that life company management 
is wrongly assuming that it cannot ob- 
its 


tain united public support in con- 


troversies with the federal government 


and that the institution of life insurance 
can assume only a defensive role in 
these disputes rather than taking the in- 
itiativ.e, may come as something of a 


jolt. Nevertheless, it deserves consid- 


erably more than momentary attention 
or easy dismissal as just another slap 
at the life insurance business. 

Mr. Maduro’s motives are beyond 
question. He is counsel of the New 
York City Life Underwriters Associa- 
tion and of the law and legislation com- 
mittee of the National Association of 
Life Underwriters. These connections 
and his reputation in the business vouch 
for his sincerity. His years of specializ- 
ing in the more complex legal aspects 
of estate and tax problems relating to 
life insurance refute in advance the 
charge that, though well-intentioned, he 
lacks knowledge of his subject. 

Furthermore, though Mr. Maduro’s 
platform manner is objective and dis- 
passionate, as befits the explanation of 
technical matters, the members of the 
New York City Life Underwriters As- 
sociation, before whom he voiced his 
views, evidently were much impressed 
for they rose and applauded vigorously 
at the conclusion of his address. 

Mr. Maduro feels that like many other 
types of businesses, particularly large 
businesses, life insurance faces the 
threat of engulfment by the federal gov- 
ernment, that the years ahead will test 
its strength to remain a private enter- 
prise, and that the faith of millions of 
policyholders will depend on its ability 
to remain so. Mr. Maduro’s contention 


is that life companies are not a busi- 
ness in the usual sense but are trustees 
for policyholders and beneficiaries and 
that it is their management’s duty to do 
everything in its power to protect the 
interests of those policyholders and ben- 
eficiaries. 

Without taking any position on the 
merits of Mr. Maduro’s views, it is 
nevertheless possible to say when a man 
of his experience, qualifications, and un- 
doubted sincerity makes such statements 
they deserve a careful hearing. If the 
potential threat of government absorp- 
tion or control were to become a reality 
it would be a pity for life insurance men 
to look back and realize that it had ma- 
terialized because their efforts were too 
little and too late. 

It may be that the course which the 
life insurance business is at present pur- 
suing is the only one that is practicable. 
But in view of what Mr. Maduro has 
said it might be wise to review the ques- 
tion to see that nothing is left to chance 
for in these days and probably for many 
years to come the chances of reaching 
a worth-while goal by anything less than 
an all-out effort and all-encompassing 
strategy would seem to be much slim- 
mer than in the happier days of the 
past when everything seemed to work 
out all right by just letting nature take 
its course. 








PERSONAL SIDE OF THE BUSINESS 





Nathan H. Weiss, leading agent of the 
Vermillion agency of Mutual Life of 
New York in Chicago, and Mrs. Weiss 
attended the commencement exercises at 
Harvard at which their son, Lawrence 
Gerald Weiss, who majored in English, 
was graduated magna cum laude. 

Charles E. Becker, president of Frank- 
lin Life of Springfield, Ill., has been 
appointed a member of the Illinois de- 
velopment council by Governor Green 
of Illinois. The council has a three- 
fold purpose—development of the indus- 
trial, agricultural and recreational facili- 
ties of the state. 

Mr. and Mrs. F. W. Du Bose, Milwau- 
kee, celebrated their silver wedding anni- 
versary with a dinner and dancing party. 
Mr. Du Bose is general agent of Old 
Line Life of America. 

A Father's Day greeting came to Fred- 
erick W. alker, vice-president of 
Northwestern Mutual Life, from his son, 
“somewhere in Australia.” Signed “Cast, 
Frederick W. Walker Jr.,” it conveyed 
news of his promotion from lieutenant. 
Captain Walker entered the service a 
year ago last April and is in aviation 
ordnance. He saw action with Gen. 
MacArthur’s troops in the Philippines 
before moving to Dutch East Indies and 
Australia as the Japanese tidal wave 
swept southward. 

Superintendent Frank N. Julian of 
Alabama, former president of the Na- 
tional Association of Insurance Commis- 
sioners, celebrated his 70th birthday last 
week. He is now rounding out his third 
term as superintendent and is promi- 


nently mentioned for reappointment to 
the post. From 1927 to 1935 he was 
president of Bankers Fire of Birming- 
ham, a company which he organized. 
His early experience was as a news- 
paperman and for a number of years 
before going into politics he was editor 
of the Sheffield “Standard.” The Mont- 
gomery “Advertiser” had a column story 
on “Uncle Frank” on his birthday. 


Alden H. Smith, Northwestern Mu- 
tual, Nashville, produced in excess of 
$1,000,000 for Northwestern for the year 
ending June 1. He is the first million 
dollar producer for Nashville since John 
A. Witherspoon, John Hancock Mutual, 
now president of the National Associa- 
tion of Life Underwriters, entered the 
charmed circle more than 12 years ago. 
Mr. Smith, who has ranked among the 
top ten of Northwestern agents for four 
years, is a past president of the Nash- 
ville Association of Life Underwriters. 

W. C. Schuppel, executive vice-presi- 
dent of Oregon Mutual Life, has been 
appointed chairman of the finance com- 
mittee of Republican state central com- 
mittee. 

C. D. Dunne of Louisville, secretary 
and treasurer of the “Insurance Index,” 
announced that he has established quar- 
ters in the Starks building in that city, 
planning to manage a new insurance 
service to be known as “The Medical 
Directors Quarterly.” He has severed 
his connection with the “Insurance In- 
dex.” 

C. Petrus Peterson, general counsel of 
Bankers Life of Nebraska, has filed for 
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reelection as a member of the unicameral 
legislature, of which he was the ac- 
knowledged leader last session. He was 
urged to enter the Republican race for 
United States senator, but declined. 

Stanley D. Long, former president oi 
Pathfinder Life, Grand Island, has filed 
as a Democratic candidate for governor 
of Nebraska. 

E. E. Henderson, general agent of Pa- 
cific Mutual Life in Chicago, has just 
qualified as a grandfather with the birth 
of a baby girl to his daughter Zella at 
Detroit. She is the wife of Norman 
Kimball, who formerly was associated 
for some time with W. A. Alexander & 
Co., in Chicago and now is a production 
engineer in a bomber plant. 

Miss Marion Kennedy of the North- 
western Mutual Life home office is 
spending her vacation on the Pacific 
Coast. She spent some time in San 
Francisco, Carmel and Del Monte en 
route to Los Angeles, where she attend- 
ed the annual meeting of the California 
Association of Life Underwriters. Miss 
Kennedy has been with Northwestern 
Mutual’s agency department 15 years as 
secretary to Grant L. Hill, director of 
agencies. 

W. B. Mahaffa, Rockwell City, Ia., 
is a shining example of what the small- 
town agent can do. So far this year, 
he is the top ranking agent of Bankers 
Life of Iowa in both volume of busi- 
ness and premium income. He has been 
a member of the Bankers Life Presi- 
dent’s Premier Club continuously since 
its organization in 1927. Last week he 
wrote 16 policies, mainly on farmers. 

J. R. Mayfield, head of the Indiana 
State agency of Midland Mutual Life, 
Indianapolis, held his annual grilled 
steak outing last Saturday on his coun- 
try estate near Zionsville. There was a 
baseball game, bridge and a short meet- 
ing. 

Mr. Mayfield started with Midland 
Mutual seven years ago and in each 
vear his agency has paid for at least 
a million. It produces the second larg- 
est volume in the company and it is the 
third largest agency. 

Two agents were missing, T. G. De- 
Lay, Rushville, who is stationed at Fort 
Douglas, Utah, and Ellsworth Hafft, 
who is in the navy, stationed at Great 
Lakes naval training station. A number 
of home office people attended, includ- 
ing J. A. Hawkins, vice-president and 


manager of agencies; R. C. Wither- 
spoon, secretary; R. S. Moore, assistant 
manager of agencies, and H. W. Kraft, 
advertising and sales promotion mana- 
ger. 

Walter W. Head, president General 
American Life, has been appointed 
chairman of the victory fund committee 
of St. Louis and St. Louis county. 

Byron D. Williams, group superin- 
tendent of Connecticut General Life in 


‘the Walter G. Gastil agency, Los An- 


geles, was married to Miss Frances 
Eleanor Taylor at the home of the 
bride in Santa Monica, Cal. 

Vernon D. Rooks, assistant Kentucky 
insurance director, has been promoted 
to first lieutenant in the active militia 
and assigned as personnel officer for 
second regiment headquarters. 


DEATHS 


Robert Dwyer, 53, group manager of 
Aetna Life in Milwaukee for seven years 
before his retirement in 1940 because 
of ill health, died at Tucson, Ariz., where 
he had been living the last three years. 
Born in Hartford, Mr. Dwyer joined 
Aetna about 30 years ago. He saw 
service in the first world war. 

William E. Nichols, formerly a leading 
producer of New York Life in Chicago 
and later on the Pacific Coast, died at the 
age of 80 years in Palo Alto, Cal. Earlier 
in his business life he was a mining en- 
gineer and pioneered in developing the 
mining wealth of Montana. He was one 
of a delegation which went to Washing- 
ton to urge development of Yellowstone 
National Park. 

Later Mr. Nichols went to Chicago 
where he was manager for a time of the 
Chicago Athletic Club. Then he joined 
New York Life in 1901, being one of its 
largest producers for many years. He 
was a life member of the Top Club, qual- 
ifying in 1926. Qualification for this club 
requires 25 years of minimum required 
production. He was club president and 
led the country for New York Life in 
1915. 

Mr. Nichols went to the Pacific Coast 
in 1925 and in 1928 became agents’ 
counselor of that company in San Fran- 
cisco. He was a Senior Nylic. Mr. Nich- 
ols was a pioneer in programming, es- 
tate analysis and business insurance. He 
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was a veteran member of the Old Guard 
of New York Life 

Charles L. Patterson, 34, general 
agent at Charlotte, N. C., of Reliance 
Life; died there. Complications devel- 
oped following an appendectomy. He 
was with Massachusetts Mutual Life in 
Memphis and Mutual Life at Marks, 
Miss., before joining Reliance in 1938. 
He was transferred to Charlotte last 
September. 

W.N. Tilley, K.C., a director of Can- 
ada Life, died after an illness of about 
a week. He was elected a director of 
Canada Life in August, 1930. Mr. Tilley 
was one of Canada’s’ outstanding 
lawyers. 

Herman Kramer, 77, died at his home 
in the Shoreland Hotel, Chicago, Tues- 
day, after a long illness. He was a mem- 
ber of the Million Dollar Round Table. 
He retired two years ago and shortly 
before that celebrated his 50th year in 
insurance. He was an agent of the Penn 
Mutual Life attached to the office of J. 
M. Royer. The then vice-president, A. 
E, Patterson, went to Chicago to partici- 
pate in the celebration. Mr. Kramer was 
born Oct. 5, 1864, at Castel, Germany. 
He took a course in French at Lyons, 
France. He was graduated in 1886 from 
the Koelnische Gymnasium in Berlin. 
He began his insurance career in the ac- 
tuarial department of the Mutual Life of 
New York in 1882. He became manager 
of the Pacific Mutual Life in St. Louis 
in 1902-07. He then was appointed man- 
ager of the old Germania Life, now the 
Guardian Life at Chicago, serving until 
1912 when he went with the Penn Mu- 
tual. 

He was president of the Kramer- 
Baum Company, an insurance broker- 
age business, a director of the Central 
3ag & Burlap Co., the Crystal Ice Com- 
pany at Paragould, Ark. A widow and 
two daughters survive, one being the 
wife of Dr. Ralph A. Reis and the other 
the wife of Warren Baum, who is home 
office cashier of the Continental Casualty 
and Continental Assurance. 

Mr. Kramer reached his peak produc- 
tion in 1927 with $6,465,000 paid busi- 
ness, but he paid for $4,570,000 in 1926. 
He entered the business when on a visit 
to a brother in Salt Lake City he at- 
tended a life insurance meeting and at- 
tracted the attention of Dr. Stewart of 
the educational department of Mutual 
Life of New York. 

When he went to St. Louis he paid 
for $483,000 in his first eight months, 
with an average premium of $66. In the 
succeeding 12 months (1891) he paid for 
$1,265,000. In his 50 years Mr. Kramer 
paid for $75,000,000 of business with pre- 
miums totaling $3,000,000. He wrote as 
many as 24 applications in a day. 


NEWS OF THE COMPANIES 





Bell in Charge of 
Agency Work 


Max S. Bell, vice-president of Conti- 
nental American Life, has been placed 
in charge of agency 
operations, relieving 
President A. A. 
Rydgren of the di- 
rect executive con- 
trol of agency af- 
fairs that he has 
been _ exercising 
during the last two 
years. 

Vice-president D. 
E. Jones takes 
charge of home of- 
fice operations. Ac- 
tuary Guy H. 
Amerman, in addi- 
tion to his actuarial 
duties, assumes under Vice-president 
Jones, the accounting functions formerly 
peformed by Vice-president Bell. 

Vice-president Bell has high executive 
capacity and long experience in the 
company, with close contact with the 
field force over a long period of years. 
During his long period of service with 
Continental American, Vice- president 
Jones at one time or another has had 
direct executive responsibility over every 
one of the functions performed at the 
home office, excepting investments. He 
also is closely acquainted with the field 
force and agency affairs. 

Actuary Amerman since joining the 
company has been working very closely 
with the field force. 





Max S. Bell 





Modern Life Dividend 
Plan Settled by High Court 


ST. PAUL—The Minnesota supreme 
court has upheld the decision of the 
lower court on Modern Life’s method of 
dividend distribution among policyhold- 
ers. lien of about $117,000 against 
the so-called “charter” policyholders 
in effect, according to insurance depart- 
ment officials, adds that much to the as- 
sets of the Modern Life. The decision 
brings to a close an extended legal fight 
involving Modern Life and two groups 
of policyholders. 

For about six years after it was or- 
ganized Modern Life issued only “char- 
ter membership” policies, 20 payment 
participating contracts containing a spe- 
cial dividend clause. Since 1927 the com- 
pany has been issuing 20 payment par- 
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ticipating policies without the special 
dividend clause. It was contended that 
“charter” policyholders were illegally fa- 
vored in the distribution of dividends and 
both the lower and the high court held 
that the method of distribution violated 
state laws. 

Imposition of a lien for the entire 
amount of the discrimination on the 
earnings of the “charter” policies remain- 
ing in force but not upon death benefits 
was held by the court as the most equit- 
able solution of the rights of the respec- 
tive policyholders. 





Objects to Tax on Premiums 
from Reinsured Companies 


DES MOINES—In a suit against the 
state in the Polk county district court, 
Lincoln National claims wrongful col- 
lection of $142,000 in premium taxes. In 
collecting premiums from policyholders 
of the old Royal Union Life and North- 
ern States Life under its reinsurance 
contract, Lincoln National holds that is 
acting “merely as a collecting agency 
in a fiduciary capacity” and cannot be 
taxed as it is on the usual type of 
premium collections. 

The petition maintains that in insist- 
ing upon the questioned tax payments, 
Commissioner Fischer acted unlawfully 
and through an alleged mistaken and 
erroneous interpretation of the law. 





Hallen and Goodwin Named 
by Mutual Life of New York 


Frank A. Hallen, for the past four 
years statistician of Mutual Life of New 
York, has been appointed supervisor of 
the new tabulating bureau. Mr. Hallen 
joined Mutual Life as assistant statis- 
tician in 1929 and was appointed statis- 
tician in 1938. He is a graduate of 
Sheffield Scientific School, Yale Univer- 
sity. 

The new tabulating bureau was es- 
tablished to coordinate all fact-finding 
and record-keeping operations of major 
departments of Mutual Life in one divi- 
sion, to speed up production of analyses 
of current business, and reduce costs. It 
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they enjoy large renewal com- 
missions during the early years of 
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replaces the statistical bureau, the major 
function of which was the preparation 
of mortality studies for the guidance of 
the manager of selection. It also as- 
sumes and expands the statistical func- 
tions of the production records bureau 
of the agencies department in the prep- 
aration of current analyses of agents’ 
production. It will also carry out the 
punch card operations of the actuary’s 
department. 

Mutual Life has appointed Earle D, 
Goodwin assistant superintendent of its 
purchasing division, succeeding William 


Esau, who has retired after 36 years’ 
service. For the past 12 years, Mr. 


Goodwin has been industrial buyer for 
the Dairymen’s League Cooperative As- 
sociation in New York City. 





W. K. Hardt Named 
Vice-president of Girard 


Walter K. Hardt, who has been vice- 
president and a director of Haughton & 
Co. of Philadelphia, a general insurance 
agency, and who has also been vice- 


president of Presbyterian Ministers 
Fund, has been elected a vice-president 
and director of Girard Life. He was 


at one time vice-president of the Fourth 
Street National Bank of Philadelphia, 
vice-president and a director of the 
Philadelphia National Bank and presi- 
dent of Integrity Trust Company. Since 
1935 he has been vice-president of 
Haughton & Co. He graduated from 
the University of Pennsylvania in 1905. 





Will L. Harris Joins 
Memphis Life Company 


Will L. Harris, prominent examiner 
for the Tennessee department, reported 
for duty Monday of this week with 
Cosmopolitan Life of Memphis. Mr. 
Harris has been with the Tennessee de- 
partment for some time and has been 
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one of the dependable men in the de- 
partment. Cosmopolitan Life operates 
in Tennessee and specializes in indus- 
trial life insurance. H. W. Durham is 
president. 





Evan Randolph New Director 

Evan Randolph, president and ,direc- 
tor of the Philadelphia National Bank, 
has been elected a director of Provi- 
dent Mutual Life to complete the un- 
expired term of Joseph Wayne, Jr., de- 
ceased, 





J. K. Macdonald has been elected a 
director of Confederation Life. He is 
a grandson of the founder of the com- 
pany and is assistant general manager. 


SALES MEETS 


Mutual Trust Men Study 
Wartime Selling Methods 











A series of one-day regional sales 
meetings was held by Mutual Trust 
Life in seven middle-western cities. 


Appleton, Waterloo, Madison, Chicago, 
Detroit, Columbus and Minneapolis 
were the scenes of these meetings which 
featured round table discussions built 
around the themes of “Selling Life In- 
surance Under War-Time Conditions” 
and “Getting the War-Disturbed Pros- 
pect to Act Now.” 

The meetings were divided into morn- 

ing and afternoon’ sessions centered 
around these two main themes. At Ap- 
pleton, Waterloo, Madison, Detroit and 
Columbus the discussions were led by 
Stacy Merchant, assistant director of 
agencies, and W. R. Goode, director of 
field service. The Chicago meeting was 
handled by H. A. Newhart, manager of 
the home office agency, and Mr. Mer- 
chant. Other speakers at Chicago were 
President Edwin A. Olson, C. E. Menor, 
Jr., chief underwriter, Agency Vice- 
president A. B. Slattengren and Raymond 
Olson, vice-president and general coun- 
sel. 
_ At Minneapolis, where the final meet- 
ing was held, the sessions were directed 
by Paul S. Nelson, manager, and by Mr. 
Goode from the home office. Mr. Slat- 
tengren was a head-line speaker. 





Hall Agency Meeting and Outing 


A business meeting and outing will be 
staged by the J. Elliott Hall agency of 
Penn Mutual Life in Newark July 1. 

In the morning there will be a_busi- 
plans 


ness session, at which will be 





made for the two summer months—July 


and August—which will be known as. 


“extra effort months.” 

The agency reports a substantial gain 
in paid-for business for the first half of 
this year. 





American Mutual Cancels Plans 


American Mutual Life canceled plans 
for its 1942 production clubs convention 
that was scheduled for June 22-24 at 
Brainerd, Minn. 


CHICAGO 


ZIMMERMAN ANNIVERSARY OUTING 


The Charles J. Zimmerman agency 
of Connecticut Mutual Life in Chicago 
is celebrating its fifth anniversary with 
an outing Friday at the Lincolnshire 
Country Club at Crete, Ill. Peter M. 
Fraser, executive vice-president, will be 
guest of honor and he will award the 
prizes to members of the agency who 
qualified for various honor clubs, 

















CASHIERS DIVISION WINS TROPHY 

The Life Agency Cashiers Division of 
the Chicago Association of Life Under- 
writers has won the founder’s trophy 
and the honor of being the national head- 
quarters during the next year of the Life 
Agency Cashiers Association of United 
States and Canada. Rochester, N. Y., 
has been the headquarters for the last 
year. The founder’s trophy, a plaque, 
however is in the possession of the San 
Francisco division which has won for the 
last two years and was the headquarters 
two years ago. There is a rule that no 
city can hold the headquarters for more 
than one year out of each five. Roches- 
ter was runner up a year ago and so it 
secured the honor. 

Along with it goes the privilege of 
electing the national officers. A mail 
ballot will be taken in Chicago soon to 
select the officers from among the Chi- 
cago division. The cashiers’ division 
there is in its fourth year. Miss Mildred 
Krech, Hughes agency, Massachusetts 
Mutual, is president. 

The trophy is awarded on points 
which are based on membership activity, 
publicity, attendance at meetings, new 
members secured, and special activities 
such as the office management school 
which the Chicago division held recently. 
In addition, Chicago has been active in 
the defense bond sale in movie theatres. 





A. Van Goldman ordinary 
of Prudential in Chicago held 


The 
agency 


‘QUITABLE LIFE OF 


HOME OFFICE e DES MOINES 


its annual outing at the Crystal Lake 
Country Club this week. 

Fourteen members of the R. J. Wiese 
agency of Northwestern National Life in 
Chicago will share in the special war 
bond bonus which the company is dis- 
tributing following cancelation of its 
annual agents convention to have been 
held at Minneapolis. The bonds are being 
given in amounts of $50 to $100, based 
on points in the qualifying campaign. 





Ordinary or whole life policies are the 
most popular type among families of 
lower income, a survey among 2,000 
families with average annual income of 
$1,413 showing nearly 80 percent of all 
policies owned by persons 14 years of 
age or older to be of this type. Only 
one-fifth were endowment policies and 
a negligible number were term or tem- 
porary insurance, 


AGENCY CHANGES 


Buckley Takes Over 
in Bray Agency 


L. Mortimer Buckley, 
eral agent of the Thurman agency of 
New England Mutual Life at Chicago, 














FRANCIS G. BRAY 
has been appointed ac ting general agent 
of the general agency of Francis G. Bray, 
the company’s general agent at Hous- 
ton for the duration due to Mr. Bray 
going into the army as an officer. 

The change will take place July 1. 
The Bray agency has charge of the 





assistant gen- ; 
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whole wane and maintains branches at 

Dallas, San Antonio and Wichita Falls. 
Mr. Bray has been Texas general 


agent for about four years and in that 


time has put more than $9,000,000 of 
business on the books and has devel- 
oped a large brokerage business. Pre- 





L. MORTIMER BUCKLEY 


viously he was supervisor in the Thur- 
man agency at Chicago. He is an 
authority on pension trusts, having de- 
veloped a number of big cases of this 
kind at Chicago and in Texas. He has 
been ger ranted leave for duration. Mr. 
Bray is immediate past president Texas 
Association of Life Underwriters. 

Mr. Buckley nationally known 
among life men. He has appeared on 
the annual convention program of the 


is 


National Association of Life Under- 
writers and gave a series of approaches 
at the Million Dollar Round Table 
session in Cincinnati. His talk, “The 
House of Buckley,” is a famous one 


which tells his method of soliciting in 
which he exhibits his own policies. 


Buckley Active in Organizations 


He has been a C.L.U, since 1933, is 
past president of the Chicago Associa- 
tion of Life Underwriters and Chicago 
Chapter of C.L.U. He also has been 
active in the Life Insurance & Trust 
Council of Chicago. Mr. Buckley is a 
member of the National association 
committee on the sale of war bonds, 
having charge of Illinois, Kansas and 
Missouri. He was on the National 
nominating committee two years ago 
and was chairman of the national coun- 
cil meetings last year. 

He started in life insurance work in 
1928 at Chicago as an agent of North 
American Life, then was a_ leading 
agent of the Provident Mutual in Chi- 
cago from 1933 to December, 1940, 
when he went with Mr. Thurman. Mr. 
Buckley was a qualifying member of 
the Million Dollar Round Table in 1941 
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and for many years has paid for annu- 
ally between $500,000. and $1,000,000. 





Bernard Heads New Branch 
of Guardian in New York 


Guardian Life July 1 will open a new 
agency in New York City with Robert 
A, Bernard as manager. Headquarters 
have been established in Suite 1101-2 at 
the home office building. 

Mr. Bernard formerly 
visor with the Bragg agency 
dian in New York. He is a 
Ohio and attended University of Mich- 
igan and University of Chicago. He 
started as an agent at Chicago in 1923. 
In 1932 he went to New York City as 


Was a super- 
of Guar- 
native of 


an agent of a large eastern company 
and in 1936 became supervisor of the 
agency with which he was associated. 


In February, 1940, he joined the Bragg 
agency as supervisor. Mr. Bernard won 
the C. L. U., designation in 1935. 





California-Western States 
Announces Appointments 


E. W. Amos, for the past five years 
superintendent of the accident and health 
department at the home office of Cali- 
fornia-Western States Life, has been ap- 
pointed manager of the Salt Lake 
agency. Mr. Amos joined the company 
five years ago following a particularly 
successful record as agency director the 
accident and health department of 
Massachusetts Bonding, and an _ out- 
standing background in field and or- 
ganization work on the west coast. 

LeRoy B. Pyper, for many years one 
of the leading personal producers, is 
named manager of the Arizona agency. 
He first joined the organization in 1932, 
and has been a consistent leader in per- 
sonal production and a frequent officer of 
the El Capitan leading producers club. 

Margaret Martin has been promoted to 
secretary of the accident and health de- 
partment. 





New Manager at Dyersburg 


L. H,. Hughes has been appointed 
manager of the Volunteer State Life 


of Dyersburg, Tenn. This is a new 
branch office. Mr. Hughes has _ his 
headquarters in the Masonic building. 
He will build an agency organization 
in that section of western Tennessee. 
For 22 years he was principal and 
teacher of mathematics in the public 


schools in Dyersburg. He represented 
the Aetna Life in Dyersburg and also 
the Georgia Home Fire. He graduated 
from the University of Tennessee. 





Bratter Associate Manager 


Ben Bratter, outstanding fire insurance 
man with many years of leading per- 
sonal production and general agency ex- 
perience to his credit, has been named 
associate manager to assist Greg Hagan, 
manager in St. Paul, with expanding 
agency operations being carried on 
throughout the Twin City area by Lewis 
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In our constant war against Poverty and Destitution 
the only successful Defense is a 


ROCKFORD LIFEMEN 


have definite Plans to Attack and Defeat these 
Attractive Agency Open- 
ings in Michigan, Indiana, Illinois, lowa and Minne- 


ROCKFORD LIFE INSURANCE COMPANY 


Francis L. Brown, President 
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E. Bender and associates, Minnesota 
managers for Acacia Mutual, Minneapo- 
lis. Last year’s production of the agency 
averaged $180,000 per man in placed 
business, which was a substantial in- 
crease over the previous year’s high av- 
erage. 


Omar Hill to Have Office 


American National Life has trans- 
ferred Omar E. Hill, Louisiana general 
agent with headquarters in New Or- 
leans, to the home office at Galveston 
for the duration. He will continue as 
Louisiana general agent and will also 
supervise 29 other Tr agencies in 17 states. 


Schultz Enters Field Work 


Willard Schultz is relinquishing his 
home office duties as agency supervisor 


of Scranton Life to become associated 
with Art Weeks’ Scranton agency as 
assistant manager. Mr. Schultz has 


long expressed a desire to get on the 
firing line to do personal production. 
Scranton Life agents are honoring Mr. 
Schultz in a production drive in June. 





Dennison with the Capitol 


Capitol Life of Denver announces 
appointment of Phil Dennison as man- 
ager for western Washington, with 
headquarters in Seattle. He was for- 
merly an agent of West Coast Life in 
Seattle. 


Little Shifted to Houston 


J. Hubert Little, who has been in 
charge of the Beaumont, Tex., agency of 
Equitable Society for four years, has 
been transferred to Houston as assistant 
to the agency manager. He is a past 
president of the Beaumont Association 
of Life Underwriters. 





Parlette Made Ohio Supervisor 


Farmers & Traders Life has appointed 
Weldon Parlette, who has been general 
agent at Lima, O., as state supervisor 
of agencies for Ohio. He will also work 
in Indiana and West Virginia. He will 
succeed Gould Little of Columbus, who 
is retiring after a quarter century to 
engage in general agency work. 


R. L. Foreman, Jr., Atlanta general 
agent of Mutual Benefit Life, has estab- 
lished an estate analysis and planning 
service with A. N. Anderson in charge. 











THE UNITED STATES LIFE 
INSURANCE COMPANY 


IN THE CITY OF NEW YORK 


This 92-year old company isnow 
prepared to write a complete 
line of Group Life Insurance. 


1. Employer-Employee Group 
2. Wholesale 


~Labor Unions 
including civil service employees 
or teachers, state troopers and state 
police, policemen’s benevolent 
assoctations. 


3. Associations 


4, Creditors Group 





RICHARD RHODEBECK 
Superintendent of Agencies 
tor Fifth Avenue New York, N. Y. 
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CALIFORNIA 

Barrett N. Coates Carl E. Herfurth 
COATES & HERFURTH 
CONSULTING ACTUARIES 


437 S. Hill Street 
LOS ANGELES 











582 Market Street 
SAN FRANCISCO 


ILLINOIS 
DONALD F. CAMPBELL 
and 
DONALD F. CAMPBELL, JR. 


Consulting Actuaries and Public Accountants 
35 Years of Service 


160 North La Salle Street, Chicago, Illinois 
Tel. State 1336 



































WALTER C. GREEN 


Consulting Actuary 
211 W. Wacker Dr. 333 2. Charles Ave. 
icago New Orleans 
Franklin 2633 Raymond 0947 

















HARRY S. TRESSEL 


Certified Public Accountant and 


Actuary 
10 S. La Salle St, Chicago 
gy ay S 
Wolfman, A. Franklin 4020 


M. 
N. A. tte” Ph. 7 
L. J. Lally 

















INDIANA 
Haight, Davis & Haight, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis—Omaha 























HARRY C. MARVIN 
Consulting Actuary 
221 E. Ohio Street 
INDIANAPOLIS, INDIANA 











NEW YORK 
Established in 1865 by David Parks Fackler 


FACKLER & COMPANY 


Consulting Actuary 


Edward B. Fackler Robert O. Holran 
8 West 40th Street New York City 




















Consulting Actuaries 
Auditors and Accountants 


Wolfe, Corcoran and Linder 
116 John Street, New York, N. Y. 











PENNSYLVANIA 


FRANK M. SPEAKMAN 
CONSULTING ACTUARY 
Associate 
E. P. Higgins 
PHILADELPHIA 








THE BOURSE 


TEXAS 


GEORGE VAN FLEET 
CONSULTING ACTUARY 
812 Tribune Tower 
AUSTIN, TEXAS 
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LEGAL RESERVE FRATERNALS 





Fraternalists Meet 
at Pa. Days 


The annual meeting of the Pennsyl- 
vania Fraternal Congress will be held 
Nov. 12-13 in the William Penn hotel, 
Pittsburgh, it was announced at the 
round table conference held under aus- 
pices of the congress, in connection with 
Pennsylvania Insurance Days at Pitts- 
burgh. Attendance was about 125. Miss 
Louise Patrick, congress president, pre- 
sided, and the co-chairman was Francis 
Taptich, president United Societies of 
Greek Catholic Religion of U. S. A,, 
Pittsburgh, congress past president. 

F. B. Mallett, supreme guide Pro- 
tected Home Circle, discussed the wage 
and hour act, stating a separate manual 
or code to govern wage and hour stand- 
ards in life insurance, especially applic- 
able to fraternals, had been requested of 
the Department of Labor. This would 
provide standards for all home office em- 
ployes, field representatives and depu- 
ties. He reported progress. The de- 
partment, after study of the proposal is 
expected to communicate with the law 
committee of the National Fraternal 
Congress. 


Kottler Reports Battle Won 


Oscar A. Kottler, recorder of Artisans 
Order of Mutual Protection, read a pa- 
per on amendments to the unemploy- 
ment compensation law as applied to 
fraternal beneficial societies. He re- 
ported a state advisory council has been 
formed in Pennsylvania, with members 
to be appointed by the governor and to 
consult .with the department of labor 
and industry on unemployment compen- 
sation matters and make recommenda- 
tions to the legislature. Mr. Kottler 
anticipates fraternals operating in Penn- 
sylvania will save thousands of dollars 
by amendments to the state law which 
have cleared up the situation affecting 
oo The battle has been won, he 
said. 

When the original law was passed, so- 
cieties thought they were tax exempt as 
charitable institutions, but discovered 
they were not. Without recourse, they 
paid unemployment compensation tax on 
all home office employes, organizers and 
field workers, and subordinate lodges 
paid tax on their officers. Attempt was 
made to conform the state act to the 
federal law. 

The societies are exempt if remunera- 
tion paid the individual does not exceed 
$45 in any one calendar quarter-year and 
subordinate lodges are exempt if serv- 
ice is ritualistic, or is in connection with 
collection of dues or premiums, and is 
performed away from the home office. 
Societies, however, must apply individu- 
ally for exemption to the Treasury, and 
are not exempt until they receive a rul- 
ing. 

Francis 


Taptich, president of the 








Presidents Section of the National Fra- 
ternal Congress, reviewed subjects dis- 
cussed at the mid-year meeting of N.F.C 
sections at Chicago in February. J. J. 
Rossbottom, supreme vice-chief ranger 
Independent Order of Foresters; An- 
drew Ruppel, general manager Junior 
Order United American Mechanics; 
John Masich, supreme secretary Greek 
Catholic Union; Mrs. H. O. Chamber- 
lain, state manager Royal Neighbors; L. 
L. Littman, national director Standard 
Life and president of Maryland & Dis- 
trict of Columbia Fraternal Congress; 
W. O. Hayes, Maccabees, past president 
Maryland & D. C, congress; Henry 
Schmidt, Aid Association for Lutherans, 
past president Maryland & D. C. con- 
gress, spoke. 


Fraternal Compend Has 
Come from the Press 
Showing 1942 Operations 


The new 1942 edition of the Fraternal 
Compend-Digest, the annual reference 
work providing authoritative facts and 
figures on all fraternal societies with one 
million or more insurance in force, is 
just off the press. In this book, the 
fraternals are treated as legal reserve or- 
ganizations or as assessment societies 
according to their actual plan of oper- 
ation. 

The exhibits for each are designed to 
show their financial and actuarial con- 
dition, the essential features of the con- 
tracts issued and the cost of insurance 
to members. 

Financial statement data includes an 
analysis of assets and liabilities; also a 
statement of income and disbursements, 
the society’s “Solvency Valuation,” mor- 
tality ratio, rate of interest earned and 
amounts of business written and in force 
—distributed according to the reserve 
bases used, There is also included a 
special tabulation of the number of cer- 
tificates in force by states and much 
other interesting and useful information 
concerning fraternal insurance. 

Copies may be ordered by addressing 
The National Underwriter Company, 
Statistical Division, 420 East Fourth 
street, Cincinnati. The single copy price 
1s $2, 





Blankenberg New President 
of Wisconsin Federation 


FORT ATKINSON, WIS—A. H. 
Blankenburg, Appleton, was reelected 
president of the Wisconsin Federation 
of Aid Association for Lutherans at the 
annual convention here. Agents and 
local branch officers were addressed by 
President Alex O. Benz and LeRoy G. 


Stohlman, secretary, of the home office 
in Appleton, on matters pertaining to 
sales work. William H. Zuehlke, na- 
tional treasurer, spoke at a banquet. 

Other federation officers elected were 
Edward Schmidt, Sheboygan, vice- 
president; Louis Fraude, Appleton, re- 
elected secretary-treasurer for the 25th 
time; Albert G. Nickel, Milwaukee, and 
Walter Kuehl, Neenah, executive com- 
mitteemen, 


C.O.F. Is Sponsoring Two 
Activities in Chicago 


Catholic Order of Foresters will hold 
a military program and display Sun- 
day afternoon July 19 in the Morrison 
hotel, Chicago, at which representatives 
of the Treasury will present a “Minute 
Man” flag and certificate of over 90 
percent participation of C.O.F. em- 
ployes in salary allotment purchase of 
war bonds. They are giving 8 percent 
of their salary and actually are partici- 
pating 100 percent. A caravan of radio 
stars is expected to take part in the 
program. 


Junior Air Meet 


C.O.F. is cooperating with the C.Y.O., 
Boy Scouts, Illinois Aeronautics Com- 
mission and other organizations in put- 
ting on a junior air meet and model 
plane tournament the afternoon of July 
12 at Ryan’s Wood in the forest pre- 
serve on the south side of Chicago. The 
Boy Rangers of the C.O.F. will par- 
ticipate, 





Hold “Victory Package” Show 


Royal League of Chicago held a 
“Victory Package” show there at which 
T. R. Heaney, president National Fra- 
ternal Congress and high secretary 
Catholic Order of Foresters, gave a 
talk. The program was an amateur 
contest and admission price was cigar- 
ettes and other commodities and articles 
which will be sent to members in 
service, 





G. F. Baldwin Dies in South 


George F. Baldwin, former official of 
Modern Woodmen, who in 1932 was 
transferred to Hartford as manager in 
Connecticut and Rhode Island, died in 
St. Petersburg, Fla. He was a na- 
tional deputy and lecturer of Modern 
Woodmen. 





Royal Arcanum Council Meets 


PORTLAND, ORE.—The_ grand 
council of Royal Arcanum, comprising 
delegates from Oregon, Washington 
and British Columbia, held its annual 
meeting here. Grand Regent H. J. 
Applegate, British Columbia, opened 
the gathering. Officers were installed 








PERTINENT FACTS— 
SUPREME FOREST 
WOODMEN CIRCLE 


eae ceatares $ 35,970,114.50 
104,427,445.00 
Total Membership ....... 131,789 
Organized into 2,624 Groves in 44 states 


Benefits paid in 1941 to members and 
beneficiaries ............ $1,899,047.27 


Dora Alexander Talley, National President 
Mamie E. Long, National Secretary 


Home Office, Omaha, Nebraska 











THE WOMAN'S BENEFIT ASSOCIATION 
Founded 1892 
A Legal Reserve Fraternal Benefit Society 


Bina West Miller Frances D. Partridge 
Supreme President Supreme Secretary 


Port Huron, Michigan 
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FOUNDED IN 1886 


A Legal Reserve Fraternal Insurance Society 





S. H. HADLEY, Supreme President 





SHARON, PA. 


L. D. LININGER, Supreme Secretary 
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by Supreme Regent Frank Miller, San 
Francisco. 


Minnesota Forces Gather 


Frances Buell Olson, national presi- 
dent of Degree of Honor, spoke at the 
Minnesota state convention of the so- 
ciety held in Minneapolis for three days 
this week. Dr. W. C. Rutherford, na- 
tional medical examiner, also was on 
the program. 











Prepare for L. A. A. Rally 


The general convention committee of 
the Life Advertisers Association at a 
meeting in Chicago formulated plans 
for the annual meeting, at the Edge- 
water Beach Hotel, Chicago, Sept. 
14-16. 

Those attending were A. Scott An- 
derson, Equitable Life of Iowa, presi- 
dent; B. Reynolds, American Mu- 
tual Life, convention chairman; Robert 
S. Walstrom, Continental Assurance; 
A. M. Kennedy, Northwestern Na- 
tional; Larry J. Evans, Northwestern 
Mutual, and Harry V. Wade, Standard 
Life of Indiana, treasurer. 

The program will be confined to a 
series of strictly business sessions with 
informative discussions on. proper pro- 
cedures and practices during the war. 





Favor Federal Programs 


A “Fortune” survey of public opinion 
released this week showed that 74.3 
percent of the public thinks that the 
federal government should collect taxes 
after the war to provide medical care 
for everyone who needs it. Old-age 
pensions for every citizen over 65 were 
favored by 73.8 percent. 





Fourteen agents of the Toledo, O., 
branch of Travelers qualified for a three- 
day outing and conference at Sage Lake, 
Lupton, Mich., June 24-26, on the basis 
of a three-month campaign for life and 
accident insurance. 








NO 
INSURANCE 
ORGANIZATION 


. in the United 
States bases its re- 
serves on a higher 
standard, or has 
more dollars of ad- 
mitted assets on 
hand, per dollar of 


liability, than the .. 


WOODMEN 
OF THE WORLD 


Life Insurance Society 
Home Offices — Omaha, Nebr. 














XUM 








HieNATIONAL UNDERWRITER 





June 26, 1942 








NEWS OF LIFE 


ASSOCIATIONS 





Headliners at 
Maine Rally 


About 125 attended the annual con- 
vention of the Maine Life Underwrit- 
ers Association at Portland. Arthur 
G. Eaton of Bangor was elected presi- 
dent, taking the place of Harry E. 
Smith of The new vice- 


Skowhegan. 


Speakers and officers at Maine Sales Con- 
gress: Back row, left to right, F. C. Rozelle, 
manager Equitable Society, Portland, vice- 
president; H. E. Smith, New York Life, 
Skowhegan, retiring president; C. O. 
Fischer, vice-president Massachusetts 
Mutual, who spoke. 

Front row, J. J. Cunningham, manager 
Metropolitan, Augusta, vice-president; John 
A. Witherspoon, John Hancock, Nashville, 
president National association, and R,. E. 
Irish, president Union Mutual, speakers. 


presidents are F. C. Rozelle of Port- 
land, John J. Cunningham of Augusta 
and F. J. McManus, Bangor. The 
speakers included Commissioner A. W. 
Perkins of Maine, President John A, 
Witherspoon of the National Associa- 
tion of Life Underwriters, President R. 
E. Irish of Union Mutual Life of Port- 


land and Chester O. Fischer, vice- 
president of Massachusetts Mutual 
Life. 

The opening speaker was Rev. Wal- 


lace W. Anderson, pastor of the State 
Street Congregational Church, who 
gave the opening address on “Learning 
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LIFE INSURANCE CO. 


51st Year of Service to the Peo- 
ple of New England. 
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and Standing. 
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When to Forget.” He said it is im- 
portant for men to keep their mind 
off the past, laying to one side recollec- 
tions of certain efforts and experiences. 
“In the course of years even those who 
are called most successful have accumu- 
lated a sorry collection of mistakes,” 
he declared. ‘We should know when 
to forget the past that cannot be al- 
tered by any amount of wishful think- 
ing—a past which can impair our 
spirit.” 


Moore New President of 
Pittsburgh Association 


PITTSBURGH—New officers of the 
Pittsburgh Life Underwriters Associa- 
tion, elected by mail ballot, were in- 
stalled at the annual meeting. They are: 
President, G. H. Moore, general agent 
State Mutual; first vice- -president, E. M. 
Aiken, agency supervisor Webster 
agency, Provident Mutual; second vice- 
president, N. H. Weidner, manager Re- 
liance Life; treasurer, H. S. Brownlee, 
general agent Equitable of Iowa. 

M. Stevenson, general agent Na- 
tional Life of Vermont, retiring presi- 
dent, presided. The W. Rankin Furey 
agency of Berkshire Life was awarded 
the Lee D, Hemingway cup for the best 
agency cooperation in association activi- 
ties. 

The Rev. Hugh Thomson Kerr, pas- 
tor of Shadyside Presbyterian church, 
former moderator Presbyterian general 
assembly, gave an address. Dudley 
Dowell, assistant vice-president New 
York Life, attended. 

Past presidents seated at the speakers 
table were honored. These were C. W. 


Scovel, Northwestern Mutual, former 
National association president; J. aa. 
Campbell, Northwestern Mutual; F. A. 


Wesley, Connecticut Mutual; A. G. Ash- 
brook, Provident Mutual; R. N. Wad- 
dell, Connecticut Mutual; R. S. Koehler, 
Jr., Mutual Benefit; L. C. Woods, Jr., 
E. A. Woods Company; Steacy E. Web- 
ster, Provident Mutual, president Penn- 
sylvania State Association of Life Un- 
derwriters; Erroll Ripley, Northwestern 
Mutual; F. C. Wigginton, Bankers of 
Iowa, and J. E. Davis, Massachusetts 
Mutual. 


Wis. Short Course July 27-Aug. 1 
MADISON, WIS.—Prof. Erwin A. 


Gaumnitz, insurance instructor of the 
University of Wisconsin School of Com- 
merce, has announced the 1942 short 
course in life insurance underwriting 
will be held here July 27-Aug. 1. The 
course is limited to 70 persons, who will 





be housed in residence halls on 
the campus. The Wisconsin Associa- 
tion of Life Underwriters has co- 
operated with the university in conduct- 
ing the short course. 


H. G. Behan New President 
of Connecticut Association 


Herbert G. Behan, Massachusetts Mu- 
tual, Hartford, has been elected presi- 
dent of the Connecticut Association of 
Life Underwriters. He has been a di- 
rector of the association and was chair- 
man of the recent state sales congress. 

Mr. Behan is a personal producer and 
has been in life insurance since 1926. 
He is now state chairman of the life 
underwriters’ war bond committee and 
is a past president of the Hartford as- 
sociation. 

_ Vice-presidents are Francis S, Ham- 
ilton, Travelers, New Haven; Leroy B. 
Moriarty, John "Hancock, Stamford, and 
Malcolm MacCallum, Connecticut Mu- 
tual, Bridgeport. Frank S. Townsend, 
Connecticut General, Hartford; Robert 
C. Mix, State Mutual, New Haven, and 
Robert Gilmore, Mutual Benefit, Bridge- 
port, were named directors. Laurence 
J. Ackerman, dean of the school of bus- 
iness administration, University of Con- 
necticut, was named ned educational adviser. 


again 


Manion of Equitable Is New 
Detroit President 


DETROIT—C, J. Manion, Equitable 
Society, was named president of Quali- 
fied Life Underwriters of Detroit by the 
newly elected board of directors. Mr. 
Manion, who has been vice-president, 
was general chairman of the recent sales 
congress. He succeeds Jay L. Lee, man- 
ager Phoenix Mutual. 

L. E. Malone, manager Sun Life, was 
advanced to first vice-president and E. 
J. Dore, Mutual Benefit, to second vice- 
president. J. S. Cooper, manager North 
American Life of Canada, is third vice- 
president. F, E, Pomeroy, New Eng- 
land Mutual supervisor, was reelected 
secretary and Humphrey Marshall, man- 
ager Wolverine branch Metropolitan 
Life, was reelected treasurer. 


H. H. Heath Texas § Secretary 

Herman H. Heath, general agent of 
Farmers & Bankers Life at Fort Worth, 
has been selected as secretary of the 
Texas State Association of Life Under- 
writers. The appointment was made by 
J. Harold Sharpe, General American 
Life, Fort Worth, the new Texas state 
president. 


Fox River Valley (Wis.)—Carl Sherry, 
Appleton, Equitable Life, has been 
elected president succeeding Harry 








Bruegger, Oshkosh, Aetna Life. Edwin 
H. Manning, Appleton, is vice-president; 
Robert C. Kellett, Oshkosh, Travelers, 
secretary; Leonard Holt, Oshkosh, treas- 
urer; C. J. Kreutzberg, Appleton, Gregory 
Sitter, Oshkosh, and E. P. Kasche, Apple- 
ton, directors. 

Waterloo, Ia.—James D. Dunning, New 
York Life, was elected president at the 
annual meeting, succeeding Charles H. 
Greeley, Aetna Life. William E. Steely, 
John Hancock, is vice-president; A. N. 
Caines, secretary-treasurer; Gordon M. 
Fish, Central Life of Iowa, state commit- 
teeman, and Kenneth L. Bragdon, North- 
western Mutual, as national committee- 
man, 

R. N. Howes, former mayor of Clinton, 
Ta., and veteran agent of Aetna Life, 
spoke on “Selling Life Insurance Today.” 
He has been an agent for 38 years. 

Vincennes, Ind.—New officers are: 
President, Hiram R. O’Dell, Prudential; 
vice-president, Fred Niederhaus, North- 
western Mutual; secretary-treasurer, 
Harry D. Bee, Western & Southern; di- 
rectors, E. C. Steinsberger, Prudential; 
Everett Cooper, Metropolitan; Hugh Will- 
more, National Life, 

Ralph Blevens is the retiring president. 

Victoria, B. C. Van- 
couver Island division manager of Con- 
federation Life, has been elected presi- 
dent. 

Massachusetts—G. P. Smith, agency di- 
rector New York Life, Worcester, was 
elected president, succeeding Maynard 
Keiser, John Hancock. Fitzhugh Tray- 
lor, Equitable Society, Boston, was 
elected vice-president, and Clifford Strout, 
John Hancock, Boston, secretary-treas- 
urer. Mr. Smith was vice-president and 
is past president General Agents & Man- 
agers Association, Boston, and past presi- 
dent Boston association. 

Elgin, Ill.—H. F. Rapalee, Mutual Trust 
Life, was elected president; Louis Meyer, 
Metropolitan, vice-president; H. E. Ker- 
ber, Equitable Society, secretary-treas- 
urer. 

Charlotte, N. C.—Thomas W. Bird, su- 
pervising assistant Mutual Life of New 
York, was elected president of the Char- 
lotte unit at the annual meeting. He is 
a director of the chamber of commerce, 
past department commander American 
Legion, and active in many civic organi- 
zations. Mr. Bird is a leading producer 
of Mutual Life, with which he has been 
associated since 1916. 

St. 





Louis—Lester S. Becker, retiring 
president, was welcomed back after his 
recent operation. Herbert A. Hedges, 
Kansas City general agent of Equitable 
Life of Iowa and secretary of the 
N.A.L.U., talked on ‘Life Insurance and 
the War Effort.” 

The slate of officers previously an- 
nounced, headed by W. J. Cusick, New 
York Life, as president, was elected. 
George H. Means, Metropolitan, first 
vice-president; Don O. Cramer, Pruden- 


tial, second vice-president. 

Mr. Becker was presented a desk pen 
set by Wellborn Estes. 

Birmingham, Ala.—L. R. McGauley, 
Sun Life of Canada, was elected presi- 
dent, to succeed L. M. Bargeron, Penn 
Mutual Life. Vice-presidents are: E. E. 


Beason, John Hancock Mutual; Lacy 


North American Reassurance Co. 


99 John Street 


Lawrence M. Cathles, Pres. 





New Vork g 
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Daniels, National Life, Vt. and Frank 
Richard, Metropolitan Life; secretary- 
treasurer, J. D. Parker, Mutual Benefit 
Life; directors, Alan Drennen, Penn Mu- 
tual; P. E. Kay, Life & Casualty; J. D. 
Martin, Life of Virginia; W. S. Poyner, 


Jr. New York Life; C. V. Riddle, Lib- 
erty National Life; E. H. Sesseman, 
Provident Mutual Life; Milton Smith, 


Union Central Life, and J. S. Stein, Com- 
monwealth Life. ; 
The past year membership was _ in- 
creased from 206 to 250. Birmingham 
now ranks 16th among _ local associa- 
tions. Albert L. Smith, Jefferson Stand- 
ard Life, chairman of the war bond 


drive, reported 806 firms employing 124,- 
000 persons had put salary savings plans 
into effect. 

A class in estate service and manage- 
ment is planned. Alan T. Drennen, Penn 
Mutual Life, is chairman. 

Wyoming—J. Milton Olsen, Pacific Na- 
tional Life, Cheyenne, was elected presi- 
dent at the annual meeting in Casper. 
He succeeds N. A. McLean, Prudential, 


Casper. 

3en L. Chastain, Jefferson Standard, 
Casper, is vice-president; David S. Beth- 
une, Equitable Society, Cheyenne, sec- 
ond vice-president, and H. Kenneth 
Craw, Prudential, Cheyenne, secretary- 
treasurer. 





An outing will be held 


Topeka, Kan. ‘ 
election 


Friday following the noon 
meeting. anal 
Nominees are Paul J. Allen, Equitable 


of Iowa, and E. E. Shurtleff, Victory 
Life, for president; Lindsey W. Austin, 
Equitable Society, and Charles B. Barnes, 
Prudential, for vice-president; Cecil 
Peterson, Union Central, and Martin G. 
Miller, Mutual Life, for secretary; Gerald 
F. Hay es, Massachusetts Mutual, and W. 
R. Matney, Metropolitan, for treasurer. 
Four directors are also to be named. 
Louis R. Smith, Equitable Society, is re- 
tiring president. 


Central Massachusetts — George & 
Marble, Provident Mutual, Worcester, 
was! elected president. Other officers 


are: Vice-president, H. M. Carleton, Con- 
necticut General Life; secretary, Miss 
Lillian A. Peterson, State Mutual Life; 
treasurer, E. N. Hennessy, Phoenix Mu- 
tual Life. 

Madison, Wis.—At a dinner following 
the annual outing new officers and di- 
rectors were installed: President, Silas 
G. Johnson, Massachusetts Mutual; vice- 
president, Robert M. Larson, Northwest- 
ern Mutual; secretary, Jack Whiffen, 
Lincoln National Life; treasurer, Marcel 
J. Dreyfus, Prudential; directors, KR. €. 
Bergain, Wisconsin National; Mervin 
Hess, Aetna; N. J. Spector, Metropolitan, 
and D. H. Wing, Equitable Society. 


Lansing, Mich.—Reardon Pierson, dep- 
uty state administrator in the war bond 
campaign, urged greater cooperation in 
salary deduction sales program. Pres- 
ent monthly payroll deductions in Lan- 
sing exceed $200,000 monthly and 37 
firms now have 100 percent participa- 
tion. 

Chattanooga, Tenn.—Chester O. Steph- 
ens, Penn Mutual Life, was elected 
president at the annual meeting, suc- 
ceeding King Fritts, Reliance Life. 

Tom Divine is vice-president and 
Vance Holdam, secretary-treasurer. Di- 
rectors are Eugene O’Neill, John Hum- 
phries, Marvin Bartholomew, and C. L. 
McDonald. Mr. Fritts and B. H. Odom, 
national committeeman, will also serve 
on the board ex-officio. 


Little Rock, Ark.— Harry B. Brown, 
assistant general agent of Penn Mutual 
Life, has been elected president to suc- 
ceed Asa L. Woolfolk, Equitable Society. 
Other officers are Vice-president, George 
Wittenberg, Jr., John Hancock Mutual 
Life; secretary-treasurer, Caughey E. 
Hayes, Union Central Life; directors, C. 
H. Wickard, Percy Richardson and A. N. 
Florentz. 

Grand Rapids, Mich.—John H. Jamison, 
manager of field training of Northwest- 
ern Mutual Life, was the speaker at the 
annual meeting. While in the city he 
also addressed a breakfast session of the 
managers and general agents association 
as well as a gathering of Northwestern 
Mutual agents and wives. 

Bruce W. Gilmore, general agent North- 
western Mutual, presented Mr. Jamison 
at all of the meetings. President Leslie 
Livingston, Franklin Life, presided at 
the managers’ breakfast and the life 
underwriters’ meeting was in charge of 
Carl B. Devol, Jr., Great-West Life, newly 
elected president. 

Smporia, Kan.— Frank H. Johnson, 
Massachusetts Mutual, has been elected 
president; A. E. Brier, Prudential, vice- 
president; Paul Bingham, American 
Home, secretary. Urban Brown, retiring 
president, was named national commit- 








teeman, succeeding Harold Lunsford, 
Farmers & Bankers. 

Saginaw, Mich.—W. J. Hohn, Equitable 
Society, is the new president. The an- 
nual meeting was addressed by Harold 
C. Brogan, Ohio National Life, Lansing, 
the new Michigan state president. 

Omaha—Harold Stribling was advanced 
to president at the annual meeting. Other 
new Officers are Claude E. Clinton, vice- 
president; John A. Carr, secretary; C. L. 
Premer, treasurer; Robert A. Wiley, na- 
tional committeeman. 

W. Robert Jenkins of Minneapolis gave 
tips on selling insurance under war con- 
ditions. 


Fort Wayne, Ind.—Ken Robinson was 


elected president at the annual outing. 
He succeeds Paul D. Southern. George 
Brown is. vice-president; Mrs. Esther 


Moll Nessler, secretary; E. N. Goodwin, 
treasurer; Paul Knothe and T. P. Riddle, 
Jr., directors. 


Toledo—New officers were installed at 
the annual outing as follows: Charles F. 
Sprague, State Life, president; Robert E. 
Florian, Penn Mutual, first vice-presi- 
dent; Robert Copic, Prudential, second 
vice-president; Burdette Baldwin, Massa- 
chusetts Mutual, W. W. Githens, Pruden- 
tial, and Caleb L. York, Equitable So- 


ciety, trustees. 
Wichita, Kan.—V. L. Thompson, vice- 
president and agency manager of Mid- 


west Life, Lincoln, Neb., spoke on “A 
Design for Living.” 

New Orleans—President Paul J. Gelpi, 
Jr., has been named national committee- 
man, succeeding W. B. Monroe, now a 
captain in the army. The annual meet- 
ing will be held June 30. 

San Francisco—In the campaign to 

have members contribute a pint of blood 
at regular intervals to the Irwin Memo- 
rial Blood Bank of San Francisco—one 
of the first institutions of its kind in 
this country—more than 30 pledges were 
received overnight, and it is expected 
that more than 100 regular donors will 
be enlisted. 
Neb.— Merle Loder, Mutual 
was elected president at the an- 
nual meeting. Other officers are: Vice- 
president, D. A. Campbell, John Hancock; 
secretary-treasurer, Loran Mills, Provi- 
dent Mutual; directors, Colton Smith, 
Northwestern Mutual: L. D. Miller, New 
York Life; H. A. Dillman, Security Mu- 
tual of Nebraska; national committee- 
man, Chester B. Dobbs, Mutual Benefit. 

Roscoe Ward, retiring secretary-treas- 
urer, was commended for his work, and 
a letter of congratulations was sent H. 
H. Gish, for a number of years secretary- 
treasurer on his recent promotion to 
lieutenant-colonel. 





Lincoln, 
Life, 


Malcolm B. Magers of Kansas City, 
who represented New England Mutual 


in Honolulu, gave a thrilling descrip- 
tion of the Pearl Harbor raid, as viewed 
from his mountainside home several 
miles distant. 


Atlanta—W. J. Roundtree, Pacific Mu- 


tual, has been elected president, suc- 
ceeding W. Stanton Hale, Fidelity Mu- 
tual Life. Holeomb T. Green, Guardian 


Luther H. 
second vice- 


Life, is first vice-president; 
Guest, Connecticut Mutual, 


president; Dudley Fort, National Life & 
Accident; John J. McConneghey, Metro- 
politan, and Linwood Butterworth, New 


England Mutual, directors. 

Winston-Salem, N, C.—B. T. Woodall, 
Mutual Benefit Life, has been elected 
president; W. L. Anderson, vice-president 
and program chairman; Charles Pope, 
vice - president and membership chair- 
man, and Henry Kapps, secretary-treas- 
urer. 

James M. Waddell, vice-president and 
agency manager of Pilot Life, spoke 
methods of 





on present-day successful 
selling. 

Denver—The name of George W. 
O’Shaugnessy, home office agency mana- 


ger of the Security Life & Accident, was 
omitted from the list of newly-elected di- 


rectors of the Denver association re- 
ported June 12. 

Des Moines—William E. Watson, John 
Hancock, has been elected president; 
Fred C. Brown, Central Life, vice-presi- 
dent; George R. Foster, John Hancock, 
secretary, and C. F. Keller, reneral 
American, treasurer. 

Directors are George Lundgren, Con- 


necticut Mutual; George Pflanz, Jr., 
Union Central; Edward Connelly, Penn 





Mutual; Edward Lewis, Massachusetts 
Mutual; L. E. Graber, Travelers, and Sid- 
ney Kent, Prudential. 

Galesburg, Ill.— New officers elected 
are: President, W. J. Maginnis, Pruden- 
tial; vice-president, G. W. Berry, Metro- 
politan; secretary, John Bailey, Connec- 
ticut Mutual: treasurer, Doss Brittain, 
Kansas City Life. 

Peoria, ; Ham- 
mond, Ind., spoke on “Your Job Today 


MANAGERS 


William Masterson Heads 
New Jersey General Agents 


NEWARK—At the annual meeting 
of the Life Insurance General Agents’ 
& Managers’ Association of Northern 
New Jersey, William Masterson, Equit- 
able Society, was elected president, suc- 
ceeding John A. Ramsay, Connecticut 
Mutual Life. Other officers are: Vice- 
president, William Barber, Connecticut 
General Life; secretary-treasurer, Clar- 
ence Fritz, Acacia Mutual. It has been 
decided to omit the annual outing due 
to the war emergency. 








Hood Is Elected President 
of Richmond Managers 


The Life Agency Managers, Inc., of 
Richmond, Va., elected as directors J. W. 
Tyson, Jesse A. Hood, George T. Bryson, 
Spiller Hicks, Carroll T. Scott, Ben- 
jamin Cottrell and B. Sam Perry. 
The election followed a golf tournament 
at the Country Club of Virginia and pre- 
ceded a steak dinner at the suburban 
— of Jewell W. Tyson, retiring presi- 

ent 

The directors elected Jesse A. Hood, 
Union Central Life, president; George 
T. Bryson, Sun Life, vice-president; 
Benjamin Cottrell, State Mutual, secre- 
tary-treasurer. On the executive com- 
mittee are Jewel W. Tyson, Massachu- 
setts Mutual; Mr. Hood, Mr. Bryson, 
Mr. Cottrell and Carroll T. Scott, Re- 
liance Life. 


Herb Heads Utah Managers 


SALT LAKE CITY—F. E. Herb, 
Penn Mutual, was elected president of 
the Utah Life Managers at the annual 
meeting at the Country Club. He suc- 
ceeds W. A. Crowder, Bankers Life of 
Iowa. N. O. Thompson, Occidental 
Life, is vice-president and C. E. Bech- 
tel, Mutual Life, secretary-treasurer. 
On the executive committee are S. W. 
Sill, New York Life, chairman; Mr. 
Crowder, J. H. Harrop, Equitable Soci- 


ety; B. Isaacson, Lincoln National; 
G. J. Cannon, Beneficial Life; J. H. 
Russell, Metropolitan. A golf tourna- 


ment was held in the afternoon, fol- 
lowed by a cocktail hour and dinner. 


Hold Los Angeles “Play Day” 


The Life Managers Association of 
Los Angeles held its first “play day” 
with 44 participating. Manager G. E. 
Sattem of Mutual Life had low gross 
score’ in golf. Wilmer M. Hammond, 
Aetna Life, was chairman of the com- 
mittee in charge. 


Tulsa, Okla., Managers Organize 


Norman E. York, Jefferson Standard 
Life is the first president of the newly 
organized Life Insurance General 
Agents & Managers Club at Tulsa, 
Okla. Perry Moore, Aetna Life, is vice- 








and When the War Is Over.” He said 
insurance companies have placed at least 
25 percent of their assets in government 
securities and war bonds, and their em- 
ployes are investing heavily in govern- 
ment bonds through payroll deductions. 
Each time a policy is sold money is taken 
out of circulation, thereby helping defeat 
inflation. 

The war is making people insurance 
conscious. About half the total popula- 
tion has contracted for some form of in- 
surance, he said. Mr. Benne is assistant 
superintendent of Prudential. 


IF you want to get yourself thor- 
oughly disliked: Break your promises; 
don’t put yourself out to help others; 
be boastful or sarcastic; exaggerate 
your importance; display a superiority 
over others; make fun of a man behind 
his back and get caught at it—W. A. 
Granville. 


president and L. J. Sharp secretary- 
treasurer. 


Joint Outing in Pittsburgh 

A joint outing of the Agencies Com- 
mittee of Pittsburgh and the Life Insur- 
ance & Trust Council will be held 
June 26. 


The Supervisors Club of Pittsburgh 
held its annual outing June 19. 

The San Francisco General Agents & 
Managers Association held its annual 
outing under the chairmanship of Lloyd 
J. Lynch, John Hancock Mutual Life, 
president-elect. 


ACCIDENT 


A. & H. Handbook 
Ready Next Week 


The new “Handbook on Accident & 
Health Insurance” prepared by a special 
committee representing both the Bureau 
of Personal Accident & Health Under- 
writers and the Health & Accident Un- 
derwriters Conference went to press this 
week and copies will be available next 
week. 

The 44-page booklet which is being 
published by Tue NAT.onaL Unper- 
WRITER will be on sale at both the Chi- 
cago office, 175 West age boulevard, 
and the New York office, 123 William 
street. Copies sell for 50 5 each with 
special prices on quantities. 

Although the main objective of the 
handbook is to provide those taking the 
New York state agents’ license examina- 
tions with basic information concerning 
accident and health contracts, under- 
writing and the handling of claims, many 
companies are planning to use copies for 
educational purposes among agents in 
all states. The booklet was designed 
with the idea that it can be adapted for 
use in other states where license exami- 
nations are required by revising the ma- 
terial devoted to New York state laws. 

The handbook is the result of inten- 
sive work by a joint committee of ex- 
perts and the material has been carefully 
compiled to present a clear but compre- 
hensive picture of the accident and 
health business. Both Ralph M. Brann, 
secretary-treasurer of the bureau, and 
Harold R. Gordon, executive secretary 
of the conference, contributed consider- 
able time in preparing the booklet. 











Invite All Companies Into 
War Risk Pool; Policy © 
to Be on Market Aug. 1 


The civilian war injury policy which 
is being promoted by the Health & Ac- 
cident Underwriters Conference on a 
pool basis is expected to be on the 
market by Aug. 1, it was announced 
following a meeting of the permanent 
committee in charge of the plan in 
Chicago. 

Full details of the reinsurance or co- 
insurance agreement, some of which 
still have to be worked out, and the exact 
plan of operation will be available 
shortly for final approval of the com- 
mittee and submission to the companies. 

It has been decided to extend invita- 
tions to all companies authorized to 
write accident and health insurance, 
whether conference members or not, to 
participate in the pool. If the pool is 
over-subscribed, -prorata cuts in the 
number of units allowed to each com- 
pany will be made. The physical setup 
of the pool will be determined largely 
by the number of participating com- 
panies and the share of the risk which 
each chooses to assume. Sub-commit- 
tees, within the permanent committee, 
will be named to administer the funds, 
act upon claims, handle publicity and 
take care of other details which may 
present themselves. 

It was suggested that a standard ap- 
plication be used and that the reinsur- 
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ance agreement bind companies to stay 
within definite and specified limits in 
their advertising and promotion of the 
plan. Since the policy is to be offered 
without age or occupational limit, there 
will be no underwriting problem, but in 
order to avoid the possibility of misrep- 
resentation, the permanent committee 
will reserve the right to lay down rules 
of ethics and procedure. 





Commercial New Business 
Shows Considerable Slump 


There has been considerable of a 
slump in production of new commercial 
accident and health business in recent 
months, the decrease reportedly run- 
ning as high as 18 percent for at least 
one company. It is attributed pri- 
marily to the general dislocation in 
business, with many men going into the 
service and others taking up new lines 
of work. Many former white collar 
men now have taken defense jobs, put- 
ting them in classifications where they 
are no longer regarded as attractive 
risks by the regular commercial com- 
panies. However, renewals are reported 
to be holding up very well in spite of 
business conditions. 


Wives, Children Policies Sell 


One of the larger companies reports 
that the number of new contracts sold 
this year is considerably below last year, 
but that capital accident policies sold to 
wives and children show a 20 percent 
increase, which indicates that agents 
who are not going after their present 
policyholders for coverage on wives and 
children are missing a good bet. 

Many of the monthly and quarterly 
premium companies are showing very 
satisfactory increases in new _ business 
this year. This is attributed in part at 
least to the fact that they probably are 
getting more of the new business on 
men who are now employed at higher 
wages in war industries than are the 
commercial companies. 

Group business also is expected to 
show a good increase again this year, 
due not so much to the writing of new 
cases as to the bringing in of thousands 
of additional employes under contracts 
of big employers which have built new 
plants or taken over those formerly op- 
erated by smaller concerns in order to 


care for their increased production 
under the nation’s war program. 


Find a Fertile Field 


A number of life agents and other pro- 
ducers that are working among defense 
and war industry employes are finding a 
splendid market for health and accident 
insurance. Many of these are getting 
good wages and very frequently will 
take an accident policy covering all acci- 
dents even though the workmen’s com- 
pensation act applies in case of occupa- 
tional injury. They desire complete 
coverage. Inasmuch as a worker’s time is 
exceedingly valuable these days, the ar- 
gument for health and accident is ap- 
pealing. 





Drop Unauthorized Radio “Ads” 


ST. PAUL—The campaign against 
the advertising of unauthorized insur- 
ance companies is making some head- 
way in Minnesota. All Twin Cities radio 
stations have advised Commissioner 
Johnson that they no longer are broad- 
casting the commercials of unauthor- 
ized companies. 

For the past several years the depart- 
ment has been trying to keep such com- 
panies off the air in Minnesota or at 
least to tone down some of their mis- 
leading statements. A few weeks ago 
representatives of all the local stations 
met with Commissioner Johnson and 
agreed to cooperate as much as possible 
with the department. 


Calls Off Home Coming 


President O. J. Arnold of Northwest- 
ern National Life has called off the 
homecoming reunion that was. an- 
nounced to be held the same week as the 
National Association of Life Underwrit- 
ers meeting in Minneapolis. Inasmuch 
as the National association called off its 
meeting there, Mr. Arnold notified the 
agents that the company convention will 
not be held. However, awards of war 
savings bonds will be made to those 
agents who as of the final date originally 
set for conclusion of the contest have 
fulfilled the qualification requirements. 














J. W. McCord of Macon, Ga., has been 
appointed district agent of Connecticut 
Mutual Life with headquarters in the 
First National Bank building. He suc- 
ceeds John Selzner, who resigned Jan. 1, 
to give all his time to personal produc- 
tion. 









Sell the public 
what it wants— 
complete personal protection. 


SELL THEM WHT 


You can 
build a good volume with the Federal 
Life and Casualty's accident—health—life protection for both men 
and women and juvenile life for children. Territory open in 30 states. 


FEDERAL LIFE AND CASUALTY CO. 


DETROIT - - - MICHIGAN 


yHEY WANT 
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Record of Earnings with the 
Western Life in a rural territory 
Agency established four years ago. 


Earningson Total Total 
Per Prod. Agency Prod. Earnings 


$1,232 $145,534 $1,640 
$2,315 $119,180 $2,867 
$2,100 $105,740 $2,655 


Per. Prod. 
$ 99,224 
$111,180 
$102,240 


Year 
1939 
1940 
1941 


General agency openings in California, Oregon, Washington, 
Idaho, Montana, Utah and Wyoming. Look up our financial 
statement. 


WESTERN LIFE 


INSURANCE COMPANY 


Since 1910 


HELENA MONTANA 


Assets $16,444,405 
Surplus $2,410,000 
LEE CANNON 
Agency Vice President 


R. B. RICHARDSON 
President 











Security Life and Accident Company 
DENVER, COLORADO 


“An Old Line Legal Reserve Life Insurance Co.”’ 
Also Features 


NON-CANCELLABLE GUARANTEED RENEWABLE 
ACCIDENT AND HEALTH CONTRACTS 








ATTRACTIVE AGENCY OPPORTUNITIES 
W. LEE BALDWIN 


President 








A Friendly 
Home Office..... 


Field Underwriters like to represent 
a company so endowed. In the 
words of a philosopher: ’ Promises 
may get friends, but it is PER- 
FORMANCE that must nurse and 


keep them.” 


VOLUNTEER STATE 
LIFE INSURANCE CO. 


CHATTANOOGA, TENNESSEE 
Cecil Woods, Pres. 
"A SOUTHERN COMPANY OF CHARACTER" 


Howard Blanton, Agcy. Vice Pres. 
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GLIMPSES AT INSURANCE COMMISSIONERS’ GATHERING IN DENVER 








T. J. Cullen, New York department, and Charles R. Fischer, lowa commissioner, 


and Mrs. Fischer. 


























Above—R. Leighton Foster, manager Canadian Life Insurance Officers Association, 
and Mr. and Mrs. Jess G. Read of Oklahoma City. Above—S. L. Carpenter, manager of the Pacific Board, and Commissioner MacDonald 


Middle—Superintendent LaFrance of Quebec and Don Jamieson, Sun Life of Canada. of Wyoming. 
Below—Ray Yenter, former Iowa commissioner, and George Wells, Northwestern Below—Commissioner Julian of Alabama and his granddaughter, Miss Elizabeth 


National Life. Screws. 





Commissioner Blackall of Connecticut, Allen Brosmith, counsel of Travelers; Commissioner Perkins of Maine; Robert E. Hall, counsel of Aetna Casualty. 
z 





NOT ALL NEWS MAKES THE HEADLINES! 


‘John H. Power of 1942 Victory Street, employed 
at the Aircraft Factory, purchased life insur- 





ance for the protection of his family. 


“Mr. Power found that the Government evaluated 
the life values of even the newest recruit in the Armed 
Forces at $10,000, even though he had no dependents. 
(Every member of the Armed Forces is offered the 
opportunity to buy the limit of Government insur- 


ance — $10,000.) 


“Power's efforts were contributing toward victory. 
He had a great responsibility to family and nation, 
just as has the soldier. Isn't a defense worker's life 
worth at least as much as a soldier's, reasoned Power? 


“The increase in earnings makes it possible for 
each defense worker to save in the form of life insur- 
ance premiums to protect his family against premature 
death and himself against want in old age. 


“Mr. Power considered it his duty to be in line with 
the soldiers. He now owns $10,000 of life insurance.” 





This story never made the newspaper, let alone the headlines. How- 
ever, it isa story you must put into action by selling those with incomes 
imcreased because of war work. 


THE MIDLAND MUTUAL LIFE INSURANCE COMPANY 


COLUMBUS, OHIO 

















